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Should a Salesman Be Dumb? 


I. writing the lead article 


every week we are most fortunate in being able to 
get at first hand experiences and reactions of men that 
might be termed “true stories.” Perhaps that’s the 
reason why we get the score of letters complimenting 
or condemning subjects and practices commented upon. 
Our recent article, “Each Man to His Job,” met with a 
national response. 

Dozens of letters have been sent us, indicating the 
straight thinking therein expressed. Here is one from 
Louis M. Schablein of New London, Conn. He says: 
“You have hit the nail on the head. I have been a 
clerk in different retail stores and now I am the boss. 
My own experience was to follow the line of least 
resistance. I remained a clerk as long as I did that. 
When I endeavored to give the public just a little more 
in service and get for the store just a little more in 
price, then I, too, profited by a slight increase. A new 
shoe business can only be built up as you have said— 
by making an effort to sell that extra pair and better 
pair with better service.” 

Within the week we had a session with an operator 
of a number of shoe departments. 
a new theory. 


He has developed 
He is trying to go out into new fields 
where shoes can be sold to the public as unit articles, 
necessitating no trained shoe men’s handling or fitting. 

He is developing a proposition on the basis that the 
less the department manager knows about the fine 
points of shoemaking the better it is for him. 

Also, the less the clerk knows about shoes the better 
he can sell them as customer-wanted articles. 

This man believes that a shoe training is a handicap 
for the buyer and a penalty on the easy sale by the 
shoe clerk. He maintains that salesmanship is simply 
giving a customer the size wanted. 

It is left for the central organization to select the 
materials and the colors and to so build the shoes as 
to make a standardized profit for every handler. This 
man maintains that shoes are over-the-counter articles 
and as such the mental equipment of the men in the 


shoe department need not be any greater than that of 
handling package goods—a “know-nothing” method of 
salesmanship. 

In our judgment time will tell a very different story. 
The inevitable consequence of such a policy is most 
evident. The “know-something” process is the only 
path to profit. 

When better shoes are made, better shoe merchants 
will sell them. When better shoe merchants are devel- 
oped, better clerks will work for them; and when bet- 
ter clerks are developed, a better profit to the store and 
a better prestige to the business will go into the more 
perfect service rendered to the public. 

The story is told of the man who submitted a bill for 
$25 for 13 minutes’ work. When asked to itemize it he 
put down for time “to and from job,” $0.80; for know- 
ing how, “$24.20. 


Tre day is not far distant 


when that great body of men known as the shoe mer- 
chants of America will so classify their service to the 
public as to make it stand out—the real factor in the 
sale of the shoe. The shoe is defined “a covering for 
the foot of civilized man,” but it stops there—it is for 
the merchant to make it the most comfortable and satis- 
fying accessory to a man’s health and efficiency. 

This day, when it comes, will find valuable that inti- 
mate study of structure and functions of the foot that 
the RecorperR alone has been giving on the printed page 
these past years. Real fitting experience plus real 
people’s feet will do the rest toward making the clerk 
a fitting specialist. The retail trade’s only possibility 
for greater profits is through greater service to the 


customer. 
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The first year our children 
go away to school or college is a serious one for the 
mother who must buy the wardrobe, for the father who 
must provide the money and for the child who must 
have the correct and proper clothing for a suitable 
background. 

No time in the daughter’s life is so important as 
when she enters school away from mother and father. 
To live among strangers in a new atmosphere is not 
an easy experience. The parent who neglects to pro- 
vide suitable clothing and footwear is sending his child 
to war without ammunition. 

Knockabout and sports footwear has become a very 
important item in the American life as well as Euro- 
pean. Rubber soles and rubber top lifts are seen here 
and abroad on youths and juniors regardless of the 
price of the footwear. At the summer schools in France 
catering to children from all over the world, most 
growing girls are wearing rubber soled moccasins, ties 
or oxfords. 

In checking over some of the shoes seen at the smart 
sports events in Europe and America it has been found 
that twenty different types of rubber soles and heels 
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When Daughter 


Goes Away 


As Thousands Will This Month to School 
or College, Purse Strings Must Open Wide 
To Provide a Proper Background of Clothes, 
Shoes and Accessories of All Sorts—A Real 
Profit Opportunity for Merchants. 


By 
MADAME 
HAMILTON JEFFRIES 


Fashion Editor 
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are featured and all twenty are splendid examples of 
durable and cleverly styled rubber wear. 

The sports oxford is a very important shoe today. 
The youth is just as conscious of smart footwear as 
the grownup. The very freedom and ease with which 
the shoe must be styled makes the rubber sole and heel 
absolutely necessary. 

A serious study of soles should be made by the 
wide-awake retailer. Certain types of Wales oxfords 
look much smarter with one type sole while the woven 
vamp or the moccasin toe in elk or heavy calf demands 
a certain smooth or figured rubber. Many times it’s 
the finish of the rubber sole that sells the shoe. 

Today is an age of anticipated demands. Know 
your market and seasons. Anticipate what your cus- 
tomer wants and after watching your sizes and price 
range, sell your stocks in the season for which they 
were bought. 

The bulk of school apparel and school shoes for the 
larger girls will be sold this year in the period from 
September 15th on into early October. Many schools 
are opening later than formerly because of a desire 
to extend the vacation season and postpone the return 
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of the family from seashore, lake or mountains. Most 
colleges start around the 20th to 25th of September. 

There has been a noticeable tendency in recent years 
to buy school apparel and school shoes, even that re- 
quired for the younger children at a later date than 
formerly. The vogue of sportswear is probably one 
reason for this. Children wear their summer sports 
clothing during the first weeks of school and the big 
call for new fall clothes and shoes comes with the 
advent of autumn weather. 


I, is important for the 
retailer to remember this in connection with his mer- 
chandising of school and college footwear. It’s a 
serious mistake to suppose that this business is over and 
done with by mid-September. The real volume is more 
than likely to come after that date and the business 
should run into October. So it will be decidedly worth 
while to continue the featuring of school footwear and 


TOWN AND TRAVEL 


The daughter wears brown tweed mixtures, 
also wine tan or blue, nutria or wolf furs. 
She wears a self shade small hat of felt or 
velvet or perhaps a tweed beret. 


Her shoes—four-eyelet, two-eyelet and 
demi-oxford Wales types, step-ins, pumps 
and some straps. Her heels are 14/8 to 
16/8 in leather, simulated box or conti- 
nental stylings. Leather heels preferable. 
Materials: calf, suede, reptile, kid, combi- 
nations and some elk. 


aH me & 


FOR THE CLASSROOM 


Jersey or knitted three piece or one piece 
coat suits, browns, wines, greens and tans. 
Contrasting blouses and mixtures. Belted 
coats and dresses. 


Low heeled, two-eyelet oxfords with or 
without rubber heels and soles, two-eyelet 
pumps, oxfords, calf, suede, elk in com- 
binations with reptiles. Two leather com- 
binations. 


aH me & 


AFTERNOON 


One piece brown or black crepes, silk tweed 
mixtures, belted or tunic designs, feminine 
neck and cuff treatments. 


Black kid, patent combinations. Rep satins 
and fancy weaves. 16/8 covered cuban and 
semi-continental types. Pumps, oxfords, 
step-ins. 
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shoes for college right through the month, running at 
least one attractive advertisement every week in Sep- 
tember and keeping shoes for school and college promi- 
nently to the fore in the windows. 

Another interesting question has to do with whether 
shoes for the young folks who go away to school or 
college are bought at home, before they go, or in the 
There isn’t any definite 
It depends very 


college town after arrival. 
auswer that is generally applicable. 
largely on when the subject is brought to the attention 
of the young folks themselves. For it is the girl or 
boy of college or boarding school age who usually 
decides and they are the ones the merchant must sell. 
If the home town retailer does a real job in promoting 
school or college footwear, he can get a good share of 
the business. Otherwise it is more than likely to gravi- 
tate to the shoe store in the college town, for the college 
town merchant is usually alive to the exact requirements 
of the college girl or the college man. 





















































Profitable Merchandising 


A New Era in Retail Distribution Challenges 
The Shoe Merchant to More Ffficient Operation 


By HARRY R. TERHUNE 
Field Editor, Boot and Shoe Recorder 


The whole merchandising 
industry feels that we are moving into a new phase of 
distribution. The Recorper has sensed it and has made 
it the basis of a comprehensive treatment of the subject 
of profitable merchandising. We have gathered in 
orderly fashion experience and practice in merchandis- 
ing so that the light therefrom will be thrown into 
shoe stores this fall. 

Some definite points to achieve in profitable mer- 
chandising have been set up with ideals and inspira- 
tions on each topic so that the trade can feel that shoe 
merchandising this fall can be made to pay a fair net 
profit, considering the time, thought, capital and ability 
devoted to it. 

We acknowledge at the very start that more intelli- 


36 


gent distribution of shoes will be necessary this fall 
in the rank and file of the shoe stores of the country) 
for if a semi-professional service is to be linked wu; 
with the sale of shoes to the public, it warrants 
stronger emphasis on knowledge of feet and knowledg: 
of footwear. 

The retail merchant performs a final function in dis 
tribution and gives fulfillment to all preceding effort 
by making merchandise available to customers at th 
time, place and in the size and style required by them 
The retail merchant will realize this fall that his tru: 
function is that of serving as a purchasing agent for 
his community, and that the selections which he makes 
determine his volume of business and the profit thereon. 

This service of selection of footwear is based on the 
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class of public that he wants to serve and to that end 
he establishes a store in location, arrangements, meth- 
ods and in policies that he thinks will best serve that 
clientele to his profit. 

It is with the feeling that this fall opens up the new 
era of profitable merchandising that we emphaize under 
this heading the high points of service for fall and 
winter selling. In the light of experience, we have 
taken for our authorities the opinions of representa- 
tive retail shoe merchants, the selection of which was 
in the nature of a sample cross-section of the merchan1 
dising field so that the opinions expressed would be as 
representative as possible. 

Here is a letter from George W. Ashton of Salem, 
Mass., which prompted our desire to tell under “Profit- 
able Merchandising”’ the new truths leading to a better 


sale of shoes. Mr. Ashton writes: 


ee 
A couple of weeks vacation 
is a great thing to have in which to think things over. 
We sometimes kid ourselves into believing that we 
forget all about the store, but the subconscious mind 
scems to be forever working on those problems which 
vitally interest us. 

“There is nothing like a good camping trip in which 
to reason things out and so get a clear picture of our 
own problems. 

“A certain amount of shoes are to be sold in Salem, 
Mass., in Salem, Ore., and all the way stations. A 
certain number of shoe merchants are bound to furnish 
the people of their community with more logical rea- 
sons as to why these people should trade in their store. 
These reasons cover the entire category of buying 
impulses. 

“Remember, people are not wasting much time or 
energy in shopping all over town. Purchases are con- 
fined to the store that furnishes the things wanted ; that 
keeps the stock clean and fresh, neatly displayed, and 
furnishes courteous and efficient service. 

“One rainy night in camp I jotted down some of the 
questions that may influence conditions in my store. 
Even though ten times'as many logical questions might 
be asked, honest and sincere answers to these will help 
a fellow realize the extent to which he is directly re- 
sponsible for his own business success :” 

Read over Mr. Ashton’s questions carefully. Think 
about them. Try to answer them. You will find that 
they raise some problems that are pretty fundamental 
and that have a direct bearing on success or failure in 
retailing. That, of course, was Mr. Ashton’s purpose 
To get right down to the bed rock of 
re- 


in asking them. 
profitable merchandising. 
tail shoe merchant can do and must do to make money 
in this fall season of 1930. Business is no longer a 
matter of trying to sell as many pairs as we can at the 
best price we can get, and hoping for a profit at the 
end of the year. 


To determine what a 
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GEORGE W. ASHTON 


Shoe Merchant of Salem, Mass., asks these 
pertinent questions ! ! 


Am | functioning properly as a purchasing agent for 
my community? 

Does my stock reflect their anticipated wants? 

Is my potential trade sufficiently informed as to the 
resources of my stock? 

Have | made a survey of the trade possibilities in my 
territory? 

Do | know what my expenses and sales are in each 
department as to—A. Know if each department is profit- 
able? B. Know what is a properly balanced stock to ca‘l 
at all seasons of the year? 

Do | buy by guess, fear or reason? 

Where are my net profits? A. In the bank? B. Tied up 
in slow moving stock? 

Am | keenly alive to the cost of carrying dead stock? 

What is thought of my store by—A. My customers? 
B. My prospective customers? 

What percentage of new customers become regulars? 

Why do some of my regular customers go elsewhere to 
buy goods that | have for sale? 

Am | the first to show new goods, or am | a trailer? 

Do | always make money through taking cash dis- 
counts? 

Are the sales people properly trained in the best sell- 
ing methods, and are they alive to the importance of 
first getting the customer's point of view? 

Are the sales people interested in “selling goods” or 
“giving service?” 

If | should suddenly end my connection with this store, 
what would be the actual value of—A. The stock on the 
shelves? B. The good-will? 

Have | some one trained who could step into my place 
in such an emergency? 

Do all my displays have a strong selling pull at all 
times, or are they arranged in a matter of fact manner 
from custom rather than reason? 

Is my advertising interesting and convincing reading, 
or just so much space filled with words? 

Is my store—A. Front? B. Equipment? C. Methods? 
D. Merchandise?—of this year’s design and mode, or does 
it smack of ten or twenty-five years ago? 


Look for the answers in this and subsequent issues. 




















Every Merchant Should 
Chart His Stock 


This is no season to sail uncharted seas. 


In times of 


storm and stress, make sure of your course, then go 
ahead. Follow the safe channel of tried and proven 
merchandising practice, watch out for signals that 
spell danger, and you'll come safely into Profit Port 


I. charting your business 
this fundamental principle must be considered: A well 
balanced stock is always worked back from the store’s 
own customers and not from market tendencies. 

Styling is more a matter of knowing WHY certain 
types of customers will want certain types of apparel 
several months hence than in estimating what they will 
WANT. Psychology, therefore, plays a more im- 
portant part than designing in style and material 
selected. 

Buying public valuation of shoe buyer’s ability is 
consequently measured by the accurate foresight these 
individuals display in interpreting the future needs of 
the community. The “why” of trends, together with 
the skill of judging style consciousness of one particu- 
lar store’s clientele is the real test. 

What is good in one store is not good in another in 
the same locality in the same town. Place three identical 
stocks and fixtures in three equally good locations a 
block apart in any one city, and a decided different pro- 


portion of materials will be sold. This is true in shoes, 


cigars, drugs and even five and ten cent stores. The 
mechanical set-up will be the same in each case, but 
the human element upsets all charts and graphs. 

The figures on these charts were carefully com- 
piled. They represent actual percentages furnished THE 
RECORDER by merchants in each section of the country. 
Perhaps the most startling lesson came when the various 
figures were compared. It was little short of uncanny 
how the various buyers in widely separated parts made 
such close estimations. 

SUMMARY WOMEN’S SHOES— 
NOVEMBER AND DECEMBER 
Novetty Division 


(A) Grades $6 and down 


Materials 


Black mat kid and calf 
Patent 


... per cent of total stock. 
Your Percentage 


Reptiles 

Brown Kid and Calf 

Suede 

EE EE IO no cco scaderscesescdves 
Printed Leathers 

EE, 66.5 e690 aus tet o0de vendeweese 
All White 


Guide to Heels Country wide 
Above 15/8 65 % 
12/8 — 15/8 30 % 
11/8 and down 05 % 


100% 


South Only 
50.4 % 
34.0% 
15.6% 


100% 
(B) Grades $10 to $15 ... per cent of total stock 


Black mat kid and calf 
Suede 

Reptile 

Alligator 


Fabrics 

Brown kid and calf... 

Suede 
ear re 
aia k6és dap daegenas env ern eee 
All white 


Guide to Heels Country wide South Only 
Above 15.8 50 % 65 % 
12/8 to 15/8 40% 35 % 
11/8 and down 10% 00 % 


100% 100% 


(C) Grades $12.50 and up ... per cent of total stock 


Black kid and calf 
Patent 
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Plan Your Work 
and Work Your Plan 


The one is fully as important as the other and it takes 
both to win success. The profitable business of today 
is done on the basis of facts known in advance, and 


planning ahead makes knowledge possible. 


A good 


plan, well carried out, insures favorable results 


Reptile 

Fabrics 

Brown kid and calf 

Suede 

SE He MOD 66 66sec esnécseanese ss 
Evening 


Guide to Heels 
Above 15/8 
12/8 — 15/8 
11/8 and down 


Country wide 
75% 
20 % 


South Only 
92% 
08 % 

5% 00 % 


100 % 100% 


A. B. C. usually represents 73 per cent of entire store’s 
stock. 


oT 

: Arch Types” is a broad 
classification as it embraces the entire category of shoes 
having, or claiming to have, special or corrective fea- 
tures designed to relieve foot ailment. 


An interesting study is watching the development’ 


of new features. Even with several hundred named 
corrective shoes now on the market, new ones are being 
brought forth with marked regularity. Time was 
(not so long ago) when if a buyer had a black kid 
boot and a black kid low shoe, together with the 25 
per cent complement of tan kid, on possibly two or 
three lasts, it was considered that he had a good assort- 
ment to offer to the trade. This was a sure enough 
staple business. Bargain basements in high-grade 
stores majoring in this type of merchandise was an 
unheard of thing. 

Stocks of arch shoes this fall will present a ful! 
assortment of patterns and materials, comparing quite 
closely in range to those shown in the novelty field. 
While his adds to the consumption factor, it also adds 
to the merchandising hazards. 


Boor anp SHOB RECORDER 
combining THe SHos Reraruer, Sept. 6, 1930 


Pattern importance ranks a very close second in cus- 
tomer acceptance of corrective shoes in the present day 
selling. 

Selling corrective shoes is a conversation job at its 
best. In this way it differs from novelty selling as this 
is mostly done on the circus basis. 

With the combining of these supposedly opposite in- 
gredients (style and comfort) the merchandising of 
arch type shoes is intensely complicated by the intro- 
duction of the fashion element, so many problems have 
arisen. 
poses is considered essential in good merchandising in 


Permanent space set aside for clearance pur- 


many specialty, corrective shoe stores. 

While the list of materials to be used in arch types 
runs closely in length to that in the novelty division, it 
will be noted that the proportions vary considerably. 
Fully 75 to 80 per cent of corrective shoe stocks in the 
North for November and December selling will be 
black or have black as the base. Patent leather is 
showing increasing usage as are the light weight, soft 
calf leathers. 

In heels, fully 80 per cent are from 12/8 to 15/8, with 
only 2 per cent of the $6 shoes having higher heels. It 
is evident that as the price increases, the proportion of 
higher heels shows a like increase. 

Division 


Arcu Type 


(D) Grades $6 and down ... per cent of total stock. 


Materials 

Black calf and kid 
Suede 

Patent 

Lizard 

3rown calf and kid 
Suede 

Colors 

Black satin 

All white 








“Keep Your Store and 
Your Store Will Keep You 


—BEN FRANKLIN 


Vv wT W 


Store keeping means stock keeping and stock keeping 

means style study. If your styles are right in the be- 

ginning, then your stock is right and the problem of 

stock keeping through the season is simplified. Good 
style charts make for good stock keeping 





Guide to Heels 
Above 15/8 
12/8 — 15/8 
11/8 and down 


South Only 
0% 
95 % 


Country wide 
2% 
80 % 
18% 


100 % 
(E) Grades $10 and up ... per cent of total stock. 
Black calf and kid 
Patent 
Alligator 


Brown kid and calf 
Suede 

All white 

Light Colors 

Blue kid 


Guide to Heels 
Above 15/8 
12/8 — 15/8 
11/8 and down 


South Only 
0% 
100 % 
00 % 


Country wide 
4% 
80 % 
16% 


100 % 


100 % 
D and E represent 13 per cent of entire stock. 


SPORTSWEAR TYPES 
(G) Grades $6 and down ... per. cent of total stock. 
Materials 
All combinations of 
Two tone browns in calf 
Same in elk 
Black suede and calf 
Brown suede and calf 
Black suede and alligator 
Brown suede and alligator 
Black and white calf 
All white calf 
Tan and white 
Woven sandals 


Guide to heels. 

leather. 
AS Lorena dw atu-b ka desedbadens aioli 50% 
12/8 to 15/8 ( 
11/8 and down 


Evenly divided between rubber aid 


(H) Grades $10 and up. 
All combinations of 
Beige and tan calf 
Two tone elks 
All over smooth brown calf 
Two tone brown calf 
Linens .. , 
Black suede and calf 
Brown suede and calf 
Black suede and reptiles 
Black suede and alligator 
Brown suede and reptile 
Brown suede and alligator 
Fabrics 
Bucks, both white and colors................. 
All white calf and kid 
Black and white 
100‘ 
Guide to heels follows classification of G 
Sports type note: 

(Very few sports shoes will be sold in November an! 
December except in those few resort localities, so in t/ 
majority of stores the 5% allotted to these shoes will | 
spread through the Novelty division. ) 


G and H represents 5% of the entire stock. 
A to H represents 100% of the entire stock. 


PRICE GROUPS 
Price Averages 

A typical 
high-grad 
store 
carryin: 
all line 
41.6 % 
18.6 % 
6.0 % 


Country as 

a whole 

Novelty shoes—$6.00 and down.. 55 % 
3 “ —up to $10.50...... 15 % 

‘a “ —$12.50 andup... 3 % 
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This Is a “Record” 


Season in Retailing 


Vv wT W 


Time is past when a successful shoe store could be 
run without records, or with data that is care!ess'y 
kept, sketchy and incomplete. Show us the merchant 
with good records well-kept and we'll show you a 
business that is forging ahead in sales and profits 


16.0 % 
98 % 
5.0 % 
3.00 % 


Arch types —$6.00 and down.. 10 % 
: 4 —$10.00 and up... 12 % 
—$6.00 and down... 0.5% 
—$10.00andup.... 4.5% 


Sport 





100% 100 % 
Price Groups—Country Wide 
> 6.00 and down 
10.00 and up 


This does not indicate that 34.5 per cent of all shoes 
in the country will be sold at $10 and up by a long shot. 
It simply shows what certain merchants who have repre- 


sentative departmentized shoe stocks which range in. 


price from $5 to $22.50 believe will sell in their respec- 
tive stores. 

No reckoning is made of the many specialty shops, 
or the numbers of pairs of shoes sold at $6 and less in 
thousands of shoe outlets. Competent students of the 
price situation believe that the number of shoes sold at 
S6 and less will be from 5-15 per cent more than the 
figures quoted here, according to various localities and 
types of stores. 

Some materials have long been considered a sectional 
proposition—suede in particular. According to some 
manufacturers suedes were only considered important 
in that area of the country formed by running a line 
from St. Paul to St. Louis, then due east to Washing- 
ton, D. C. San 
Francisco and Texas, but few in proportion. This year 


True, some suedes were sold in 
buyers even in Los Angeles and the Southeast are 
indicating their faith in suedes by orders. 

This is not a fashion study. But necessarily any 
analysis of what constitutes a balanced shoe store stock 


deals with materials and patterns, and that is fashion, 
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novelty division. 


Women will buy 60 to 75 per cent black shoes, or 
shoes having a black base next November and Decem- 
Mat calf and kid 


will probably hold the lead, with the suedes and patents 


ber, according to Madame Jeffries. 


contesting for second place and nearly all types of 
shoes. This influence will even be felt in sport shoes, 
not only all black but a decided strengthening of black 
and white. 

According to chart No. 1, 77 per cent of the shoes 
retailing at $6 and down will be black. As this class 
represents a possible 55 per cent of all pairs of women’s 
shoes sold, it is evident that a tremendous number of 
the popular priced shoe customers will have black shoes 


this winter. 


A great majority of this 
trade select their styles from the opposite reason of 
those buying shoes at $10 and over. Young girls who 
form the large majority of customers in the popular- 
price field do not believe a style is right, according to 
Hubert Steele, unless they see dozens of their friends 
wearing the seif-same shoe. 
that 16/8 and higher will be 
favored by two-thirds of the half of 
the $10 trade, and three-quarters of those paying $12.50 
and up. Next in order are the 12/8 to 15/8 heights 
with 30 per cent in the $6 grade, 40 per cent in the 
$10 grade, and only 25 per cent in the $12.50 and up. 
This preference indicates that the $10 and $10.50 cus- 
tomers were inclined to be taking on weight, so prefer 


It seems heels of 


$6 customers, 


the medium heel. 

Perhaps the influence of the smart tailored shoe at 
this price may also be a deciding factor. Heels of 
11/8 and lower form a very small total of the whole 
Again the $10 customers buy the 


majority. 


41 




















BOOT and SHOE 


RECORDER 


The Great National Shoe Weekly 
With which is combined 


THE SHOE RETAILER 


ARTHUR D. ANDERSON 
Editor 
Associate Editors 


Owen A. THOMAS 


RAYMOND L. FITZGERALD 


Frep A. GANNON 


Gerorce FE. Gayou 
MADAME HAMILTON JEFFRIES, Fashion Editor a ; ’ 


Harry F. BAKER 


4 


ae 
3 


Harry R. TerRHUNE, Field Editor 


In Merchant Service 
Since 1882 





239 West 39TH StrREEt, NEw York City 
Copyright 1930 
Division of the United Business Publishers, Inc. 


Getting More Shoes 
Sold Right 








At Tariff Door 


HE first item on the list of twenty-seven tariff 

rates to come up for consideration this week by the 
Tariff Commission in Washington is that of boots and 
shoes. The Commission has authority to recommend 
increases or decreases of not more than 50 per cent 
based upon the difference in production and labor costs 
here and abroad, and these must be accepted or rejected 
by the President. 

The fifth item to be investigated is the duty on 
shoelaces ; the fourteenth item, leather of reptile bodies 
or skins for shoes proper; the fifteenth item pigskin 
leather. So you see out of 27 items the shoe and 
leather trade certainly gets its proportionate part of 
the “news” limelight. 

Now comes the process of an endless number of 
investigations, examinations and reports. Special 
experts will be set to work in droves to determine 
comparison costs, costs of production in the principal 
growing, producing or manufacturing centers of 
foreign countries of articles imported into the United 
States. Such labors may easily take months or years. 

We made a rather serious error in a recent editorial 
in which we tried to point out the shoe tariffs in other 
countries. Our source of information was not entirely 
accurate. Shoes enter England free. The tariff rates 
in most of the foreign countries approximate rather 
than exceed our own. But we were not entirely wrong 
in spirit. After so many years of free entry of hides, 
shoes and leather we did in the new tariff step into 
the common practice of most of the world and thereby 
we give our producing factories some measure of 
protection. If the shoe industry had been left entirely 
on the free list as in previous tariff laws, ours would 
have been the only major manufacturing industry in 
this country without protective clauses. 


~~ 


Now the situation is that of the possibility of a long 
season of doubt as to which way the tariff cat will jump. 
It is the intent of Congress to have the shoe tariffs 
reduced as a political gesture. It is an equally obvious 
intention on the part of the shoe industry to keep tl 
tariff as it is and to give it a try. 


aAaAme 


Study People’s Wants 


HE customer knows what she wants. 


She knows 
her merchandise. She also knows where to go tv) 

get it. She is not wedded to one store when she musi 

go elsewhere to get the style and color she wants. 

The shopping season lies ahead. When the custome: 
is selective she may need to visit a dozen stores befor 
she gets precisely what she wants. It is therefore ver} 
important this season for the merchant to have th« 
right materials, the right colors and the right styles, 
for it is up to him to capture that customer on the first 
bounce of the dollar. 

Amos Parrish says: “Stores cannot afford to stoc! 
the wrong fashions this fall. Inasmuch as customers 
have to be sure that the thing which they get is abso 
lutely right and cannot afford to get a subsitute for it 
they are going to shop around and be quite sure that 
the fashions they do buy are right. Customers are not 
quite so apt to take what is shown them this year as 
they might have been in other seasons. They know 
more about right fashions. They will not be so easy 
to sell this fall. 

“For this reason, it is important that stores know 
exactly what are the right fashions for fall and that 
they know exactly what details about the fashions are 
right and which will make them sell. 

“In our opinion, the accurate, interesting, definite, 
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exciting promotion of fashion goods at retail will help 
take a little of the difficulty away from the present 
difficult job of selling. 

“The promotion of fashion is merely the promotion 
of things which people want—at prices they want to 
pay. 


le 


College Shoes Up 


‘C OLLEGE styles are here more and more because 


there are more and more college students, also, 
more and more folks, young and old, who follow the 
college style in clothes. Enrollment in colleges of this 
country totalled 1,237,000 last year. This was 287,000 
more than was enrolled in colleges of the rest of the 
world. And the number will be even greater in future 
years. 

Higher learning and better footwear go hand in 
hand. College graduates know good shoes, good styles, 
and how to make the most of both. One might figure 
a college shoe business of 3,811,000 pairs, allowing 
three pairs to each student, or the common annual 
average of footwear buying per annum. But that’s 
only a beginning. There are other millions who fol- 
low the college fashions in clothes, from shoes up. 


eS 


- Fitting ” Is First 


O man can have an accurate knowledge of shoe 
4 fitting unless he first understands the require- 
ments of the feet he wishes 


yet there are never two pairs of feet EXACTLY alike. 
If the shoe retailer is ignorant of the correct lines of 
the foot, how is he to determine whether a foot is 
normal or not, and whether it is possible to fit that 
foot properly with a factory-made shoe unaided by 
scientific remedial measures and devices? On the 
other hand if he thoroughly understands feet and their 
ailments and the proper application of scientific 
remedies, he can guarantee foot comfort to almost 
every customer. 

More than half the people suffer from some foot 
deformity, ailment or weakness and need special care 
in the fitting of their footwear. 

In modern shoe retailing success depends upon the 
merchant’s efficiency not only as a purveyor of good 
footwear, but as an expert in affording customers real 
foot comfort. 


te 


Where You Stand 


HE ablest merchants of the country stand for wise 

buying, careful merchandising, good profits, clean 
stocks and all the other principles governing the suc- 
cessful conduct of retail business. They stand for a 
sane attitude on the part of all shoe men toward abuses 
in the trade and difficulties involved in the trade situa- 
tion as conditions alter it from time fo time. 

They conserve and make the most of present stocks 
on hand. They buy at the usual time the customary 
amount of staple shoes and refrain from plunging buy- 
ing on any pretext. 

They buy novelties con- 








to fit, and therefore he must 
know the foot from A to Z. 
Factory made shoes are 


made for NORMAL feet— 


chandise? 








—Very. 


prices. 


perity. 











Ask Me Another 


—Do low prices mean cheap mer- 


—Not necessarily. 
ting competition invariably leads 
to lowering of quality. 


—Isn’t that a dangerous situation? 


—How does it correct itself? 
—When quality is sacrificed to the 
danger point the public itself re- 
volts and demands better qual- 
ity. Better quality means better 
Better prices mean a 
profit again. Profits mean pros- 


Sint % 


servatively in more varied 
materials but in more limited 
numbers of styles and 
smaller quantities. 








But price-cut- 


ag go 


President. 
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ew Angles on Patent Leather 


Why Patent Leathers of Today Give Better Service 
and How New Methods of Manufacture Are 
Improving Their Quality 


(Sixth of a Series on All Leathers) 


Shoes of patent leather should be kept on trees that conform to their 
shape. This practice keeps them in good condition, so that they give 


better wear and preserve their good appearance. 


Batent leather possesses beauty. 


It has a smooth, shiny surface that makes it altogether 
Women like 
this leather because it harmonizes with a variety of 
men favor it particularly for evening wear 


appropriate as a leather for stylish shoes. 


costumes ; 
hecause they know it is “correct.” 

The word “patent” applies to the glossy finish of 
varnish-like materials that are applied by the tanner 
to several different leathers. In their order of im- 
portance by volume these are cattlehide side-upper, 
horse and colt, goat and kid and calf. 

Probably first made by the French, a kind of 
patent leather (enameled leather) was made in 
this country 60 or 80 years ago. Vegetable- 
tanned calf-skins and side leathers, smoothed on 
the flesh side, were finished by first rubbing 
sizing coats of boiled linseed oil and pigment into 
the flesh. Rubdowns with pumice between coats 
smoothed the surface until the color coat could 
be applied, to give evenness and depth to the 
finish. Oven-dried and again rubbed down, the 
leather was ready for the final coat of pure linseed 
oil varnish, which was both oven-dried and sun- 
dried for final hardening of the surface. 

So much for the patent leather of yesterday, 
which is interesting because the essentials of 
applying this finish, the important materials used, 


have not changed greatly today. But now chro: 

tanned leather has largely displaced vegetal)! 
tanned leather for patent and the coating is now 
on the grain instead of the flesh side. These tw: 
differences account partly for making better patent 
leather at present than in the past. Other diff 

encés exist in the the modern 
controlled—with the precision of manufacture | 


way process 


fine automobiles. Scientific instruments instea: 
of rule of thumb guess work are now relied upon 
to insure the production of a fine product. 
Chrome leathers tanned for patent leather 
manufacture are tougher and will stand more 
abuse than the old vegetable tanned leathe: 
They are liked better by shoe manufacttrers b: 
cause they can be worked more easily. They hay 
greater flexibility and strength. Vegetable tanne:| 
patent is still used, about 100,000 square fect 
daily, mainly for infants’ and children’s shoes where 


gives satisfactory service. 


Mist important, these modern 
leathers are finished on the grain which offers 
smoother surface to coat and so requires less materia! 
to cover. Consequently this finish is less apt to crack 
While still possessing the mirror-like surface of the ol: 
tannages, the new chrome leathers, now made in many 


Sunning patent leather to harden its shiny surface. Acres of leather are 
spread out in the sunlight, rushed under cover when showers threaten 


and back when the sun comes out again. 
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high colors as well as standard blacks and browns, 
show the attractive grain of the hide or skin right 
through the coating. There is no better way of 
arriving at an estimate of the quality of patent 
leather than by observing the extent to which 
this grain shows through. The more distinct it 
is, the greater the chances the leather is of top 
quality. 


Beach side or skin 


of the firm tanned leather, shaved to a nearly 
uniform thickness, dyed usually to a dark blue 


hrome color, ordinarily is degreased in huge naphtha- 
etable filled vats, which remove the oils left from the 
Joenied fat liquoring operation. This allows the finish 
© tw to take a good hold so it will not peel in wearing. 
paren Now stretched on frames, the leather is ready ; 
li ffe ; . . , : : a eee 
: g see ananz : ' ' om 

ce for coating. Linseed oil, collodion, banana oil and Theee sidan dew qrese quctions of gatect lesther to ened condition 
waa various colors are used. The first or daub coat and also following the application of a hard dressing. Note how the 
re of . ‘ f cf z Fy Gate sie dressing has cracked the varnish finishing coat of the leather that was 
ae is usually applied with a sponge brush and seen anh Gems alate. 
_— worked in with a hand slicker. This daub coat, 
on providing foundation for the color and finishing or the finish. Formerly a visit.to a japanning shop would 

Japan coats, prevents their striking through the grain. reveal acres of leather spread out on sunny days to 
ather rhe finishing varnish is made of specially prepared harden, but now an artificial light has been developed 
_ linseed oil thinned with’ that promises to make 
hers. turpentine and naphtha At the left, patent leather shoes being possible final drying in- 
3 be- 7 tly. flexi warmed before being worn in cold dcaine 
— or, More recenUy, Hex!- “4 weather, always an advisable pro- on ; ; 
“de ble lacquers similar to cedure. A damp sponge, with soap, King Sol, or his 


ane] 
fect 
re | 


those used for finishing 
automobiles have come 
into use for finishing— 
and for daub coats, too, 
in some plants. In either 
case, the leather is es- 
sentially the same in 
final appearance. 

With windows closed, 
finishing room is close, hot, filled with the odor of the 
varnish. Workers, stripped to the waist, primarily to 
prevent dust falling on the leather brush on the finish 
in front of great ovens, where the leather is put over 
night for drying. 

Curiously, ultra-violet light—until recently available 
only in bright sunlight—is necessary for final drying of 


Coating patent leather in the finishing room. Every precaution 
must be taken to prevent particles of dust from falling on the 
finished leather before it dries. 
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may be used to remove dirt. ti 
counterpart, completes 


patent leather making 
except for trimming off 
rough edges before it is 
shipped to the shoe 
Patent 


leather shoes are easily 


manufacturer. 
cleaned with neutral 

soap and water and 
should be brightened up in that way rather than 
polishes that may dull the finish. Because this is 
naturally a waterproof leather, it may be successfully 
cleaned in the simplest way possible. Some polishes 
may injure the finish very seriously. 

Another point in the care of patent shoes is that 
being worn in cold weather they should be warmed to 
the temperature of the feet before being put on. 

Around the world American patent leather is popular 
because wherever shoes are worn it has its place—in 
footwear for children, for women, for men. No ward- 
robe is complete without a pair of patent leather shoes ; 
shoes of no other material serve so well as these do, 
for certain purposes and occasions where fine, well- 
Not intended 
for abuse, patent shoes, properly worn, cared for in- 


groomed appearance is most desirable. 


telligently, give a high degree of satisfaction. 

For men’s formal evening footwear, patents are 
recognized as the correct thing. They also promise to 
have a decided vogue this season in women’s footwear 
due to the prominence of black in women’s fashions. 


45 





Budgeting EXPENSES— 


JIM BOWMAN says: 


“Expenses are the weeds of merchandis- 


ing. If you don’t keep after them con- 
stantly they'll soon choke your garden. 
The bigger they grow the harder they 


are to cut.” 


oe 
H..: another request for 
a donation, Dad. One hundred dollars they want. At 
that, it looks like a worthy cause.” 

Charley Bowman tossed a letter on his father’s desk. 

“Seems to me,” Charley went on, “that Bowman and 
Son’s is often too close fisted about little requests like 
this—especially from a good customer. 

“Fact is, I’ve been figuring. Got it right here in 
black and white. One hundred dollars seems like a 
lot of money. But figured against a hundred thou- 
sand dollar business it’s only one tenth of one per 
cent. See, like this. Decimal point—ought—ought— 
one (.001). Practically nothing!” 

“H’m, so you figure one hundred dollars is prac- 


a 2 BUDGET 
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last year 
Selling Salaries SHOULD BE 
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year 
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tically nothing!” said old Jim Bowman. “Now let me 
figure a minute. Figures never lie except when based 
on the wrong set of facts. 

“First, my boy, never forget that donations come 
out of net profits, not out of gross sales. Let’s say 
our net profit on that one hundred thousand dollar 
business is 5 per cent, or five thousand dollars. 

“Now if I know my arithmetic, one hundred dollars 
is 2 per cent of five thousand dollars. Two per cent, 
Charley, is very decidedly something! Quite different 
from one tenth of 1 per cent. Isn’t it?” 

“Yes, but I didn’t think of it that way.” 

“And you say it’s a good customer who’s sponsor 
ing this request. All right. Suppose he and his family 
spend one hundred dollars a year with us, which is a 
very high estimate. They would have to trade her 
twenty years before the net profit from their patronag: 
would amount to one hundred dollars. Twenty year: 
mind you! 


te 
Don forget it takes 


a good organization, working hard, to net $5,000 a yea 
profit. If we give away $100, it means we all wor 
one solid week just for the fun of making that gift 
Is it worth it?” 

Charley held up his hands in surrender. “You wii 
Dad, you win! The fellow ought to be ashamed 
himself for asking such an outrageous amount.” 

Jim Bowman smiled at his son’s change of heart 
“One of the comical things about the average shoe stor: 
is its inconsistent attitude toward expenses. I’m afraid 
this store is no exception. 
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By MURRAY C. FRENCH 
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of. 

bvery year when our final 
statement is made up we raise a big hullabaloo about 
the exorbitant and unreasonable expenses. The figures 
look so big when they’re totaled for the year, yet so 
inconsequential as they pass under our noses day by 
day. 

“So we rave for a couple of weeks about cutting 
expenses. Then we become all wound up in other 
things and expenses drift along as usual. In fact, if 
we have occasion to question an item of expenses we 
compare it with last year’s. If it’s no greater, we 
O. K. it. We forget we had ever denounced last year’s 
figures as being excessive.” 

“Seems we need an expense budget,” Charley vol- 
unteered. 

“Seems we're going to have one,” his father echoed 
as he drew a ruled sheet from the drawer. “And here 
it is (Fig. 1). Ill confess that preparing a budget of 
expenses is not so easy as it sounds. So I’ve laid out 
the plan here ; now you're to do the work. 

“Each month has three spaces for each expense ac- 
count. First, last year’s expenditure ; second, what you 
plan it should be this year; third, what it actually is this 
year.” 

“A man’s size job, if you ask me,” Charley mused 
as he studied the chart. “It all looks easy except that 
second item, the “ ‘should be’ figure.” 

“Right, my boy! It’s a heap easier to shout that 
expenses should be lower, than it is to put down in 
black and white exactly when, where and what they 
should be. But that, Charley, is what an intelligent 
budget consists of. It’s child’s play to shut your eyes 
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Duplicates of these tickets are 
filed alphabetically in “the morgue” 
giving instantaneous information on 
chronic complainers. 









and say if an item was $50 last year it should be forty 
this year. 

“Instead, let’s get out last year’s figures and scruti- 
nize them item by item, month by month. Then let’s 
fill in our ‘should be’ column for at least three months 
in advance. Common sense would demand also that 
whenever we make a ‘should be’ figure lower than last 
year’s, we must at the same time put down on paper 
definite, workable details showing exactly how that 
saving shall be achieved.” 

“A man’s size job, no foolin’,’ Charley muttered 
again. ‘But most sensible at that! Disraeli didn’t 
miss it when he said: ‘It is much easier to be critical 












than correct.’ ” 





Crariey ran his finger down 


“Seems you've left a lot of ex- 





the list on the chart. 





penses out of your budget.” 

“That’s intentional,” said his father. 
tering up our budget with items that can’t be con- 
trolled on a monthly basis, like these on this second list.” 

Jim Bowman handed his son a sheet showing this 





“No use clut- 






segregation : 
Expenses to be Budgeted 
Monthly 





Expenses not to be 
Budgeted Monthly 





Selling Salaries Rent 
Other Salaries Insurance 
Advertising Taxes 


Office Supplies 
Store Supplies 
Wrapping & Del. 
Window 
Donations 
Miscellaneous 


[TURN TO PAGE &4, PLEASE] 
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Light & Heat 
Freight & Express 
Interest 

Fixture Depreciation 
Bad Debts 

Tel. & Tel. 


Adjustments 










Why 








The ‘average woman knows 
as much about merchandise as the average merchant. 
Hence it behooves the shoe dealer, who wants to: keep 
the people of his community from going to a larger 
city a few miles away to buy footwear, to carry a grade 
of shoes equal to, if not better than carried in the city, 
and at prices that are as low as, if not a bit less than 
those of the big city stores. Therefore it has been 
our principle to carry good stuff and seek a reasonable 
profit instead of carrying cheap goods and striving for 
a big profit. You can’t fool a woman about the quality 
of the shoes you offer—she knows merchandise as well 
as you do. 

Because we have recognized this and because we have 
endeavored to give the people of this community, which 
has a permanent population under 12,000, a store com- 
paring favorably with stores in cities of 350,000, we 
have built up our volume until it is running around 
$100,000 a year. 

The man who can sell Ford automobiles isn‘t a suc- 
cess, as a rule, selling Cadillacs nor can a Cadillac 
salesman be obtained for the same salary as is paid a 
Ford salesman. The same thing applies in the sale of 
shoes ; you can’t expect to sell quality, high priced foot- 
wear unless you employ high class salesmen and pay 
them salaries commensurate with their ability. Con- 
tinuing our comparison of shoe merchandising with 
motor car selling, we find in the latter that there are 
two types of automobile purchasers—those who merely 
want a transportation medium and those who want 
transportation combined with comfort and style. It is 


apparent that there are two classes of shoe buyers— 
those who want footwear and those who want foot- 
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Customers Leave 


Home--And How 


to Hold Them 







By JOHN LATORRA 


Proprietor, LaTorra’s Shoe Store 
Boulder, Colorado 








wear combined with comfort and style. 


Obviously t 
obtain the latter one must pay a higher price than i 
charged for mere “transportation” and the automobil 
world recognizes that it requires better salesmanshi; 
to dispose of transportation plus comfort and sty! 
than transportation merely. 

Several years ago, we began to analyze the peopl 
who were going to Denver, 33 miles away, for thei 
footwear. We wanted that business and we sought t 
learn why they were going to the city for their goods 
Then, believing we had discovered the reason, we sct 
about to give them what they had been going else 
where to get. Since then we have been getting then 
back, one by one, in a satisfactory manner, but w 
know that we can’t get all of them, since it is humat 
nature to suspect that the grass in the other fellow’s 
pasture is greener. 


Nw to accomplish the giving 
to the people of a small town the kind of a store and th: 
sort of merchandise they expect in the city store, w: 
have to watch our costs religiously. Since our sales 
men are quality men and we have to pay them hig! 
salaries, we must reduce selling expenses by taking 
from them any work that cheaper help might accom 
plish. An example of this is in the wrapping of th: 
bundles. We have placed our wrapping counter at 
the rear of the store and added the work to that of th 
cashier-bookkeeper. The salesmen merely sell foot- 
wear—the cashier wraps up the bundles. This system 
will save the services of one salesman on a busy day 

[TURN TO PAGE 85, PLEASE| 
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Finish and Price 
Market Developments of the Month 
On page 51 


Fishin’ for New Hose 
New Styles Illustrated 
On page 54 


Who’s Who in Hose 
News of the Market 
On page 55 
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These Men Can Help You 


Increase Your Business 


HARRY C€. RANDELL ‘ > , , © a wN 
Fine MOJUD representative is on his way to see you. He Minn, X. Db 


carries, besides a competitively priced, correctly styled, 
quality line of Full Fashioned Silk Stockings, a kit full of 
tested business-building ideas. 


The MOJUD line offers everything any line has to offer PLUS 
the most effective, yet unselfish, sales development program 
any retailer has ever enjoyed. 


A.C, RANDELL This super service is available to you. Our representative A. H Wourz 
licago . ‘ . ‘ Wisc., Northern Mich. 
will be delighted to go into detail and show you how HE 
and WE can help YOU increase your business. 


Wire or write for tentative reservation of exclusive franchise 
in your trading area. Address Dept. A. 


marauisette 


(registration applied for) 


D. SHELDON R. A. al R 
New England Iowa, Neb t 


DULL 
Grenadine Twist 


Silk Stockings y 
4 


MOCK, JUDSON, VOEHRINGER CO., Inc. 


PIERCE and EIGHTH AVENUES, LONG ISLAND CITY, N. Y. 





New York Sales Office: 385 Fifth Ave. 


Chicago Branch: The Merchandise Mart Dallas Branch: 1201 Patterson Ave. ye 
Wm. C. PFRTSCH : A. G. FLA 
Chicago Factories: Greensboro, N. C., Philadelphia, Pa., Long island City, N. Y. Mo., Kan., © 


W. F. CLOGSTON MAX GROSSMAN M. SASS LEO WITZBERG A. M. RAUBITSCHEK , HAROLD so 
Missouri, Illinois New York City Brooklyn, Staten Is. Long Is., Westchester New Jersey Penn., W. Va. Me 


N.B.: W. J. CASEY, Texas; C. F. BUTTERFIELD, Texas; BEN. S. EHRLICH, Mountain States—Photos not available in time for publication. 
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ULL-LUSTER hosiery 
D and the course of prices 
continue to be the objects 
oi chief discussion and develop- 
ment in the hosiery trade. Con- 
siderable progress has been made 
toward the settling of dull-luster 
hosiery into rather marked chan- 
nels. Prices are still unsettled and 
there are expectations of further 
revisions on the part of some of 
the larger manufacturers to bring 
their price lists in line with the 
open market. Mid-September is 
‘generally set as the time when an- 
other cut in prices will be made— 
a cut which it is hoped will stabilize 
the market and permit forward 
business to be done with confi- 
dence. The new cuts, if made, will be comparatively 
small. They will be based on the recent 20 per cent 
cut in union wages, although the lower wage scale was 
anticipated in earlier price cuts to some extent. 

As open market prices now stand, not for distress 
merchandise, but for hosiery to be made up for future 
delivery, the dollar stocking is an accomplished fact. 
Several branded lines are on the market at prices as 
tow at $8 a dozen, and in unbranded lines prices as low 

as $7.50 and $7.25 a dozen have 

been quoted on full-fashioned 

all-silk goods of fair quality. 

While most of the $8 and $8.50 

goods are 39 gage, some 45 

gages have been offered. 

Prices on grenadines 

been revised downward 
and good quality grenadine 
stockings of three and four- 
thread, 45-gage construction are 


also 
have 
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Dull Stockings and Readjust- 
ments of Prices the Center 
of Interest 


PRICE 


available at prices which will per- 
mit their being retailed as low as 
$1.65 a pair at the regular mark-up. 

As time goes on it becomes more 
and more apparent that in the field 
of dull-luster stockings, those made 
of grenadine yarns are in the 
ascendancy. 
by two 
plained elsewhere in this issue— 
are being used with marked suc- 
cess by several important manu- 
facturers, but on the whole, grena- 
dine is given first consideration by 
manufacturers and retailers alike. 
The general public, which knows 


Organzine and two 


twists—technically ex- 


little or nothing about the construc- 
tion of stockings, and seems to care 
less, has, however, where efforts 
have been made to check up, expressed a preference for 
grenadine stockings. 

While there has been no further development in the 
suits which the Westcott Hosiery Mills have instituted 
for infringement of the grenadine patent which West- 
cott holds, more and more producers have taken out 
licenses from the Westcott organization to produce 
grenadine hose. Incidentally, Westcott has selected the 
name “Grenine” as the trade designation for grenadine, 
and it has been adopted by a number of the licensees 
who, late in August, totaled 59. 
It is understood that the West- 
cott Hosiery Mills has in prep- 
aration an advertising campaign 
designed to acquaint the con- 
sumin,y public with “Grenine” 
hosiery, the funds for which 
are being accumulated from the 
royalties paid for the use of the 
patent. 











Reports from various sections of the coun- 
try indicate that where dull-luster stockings 
have been offered to the public the response 
has been good. In some stores close to 50 
per cent of the business is now being done 
on «dull hose as compared to the ordinary 
tram hosiery. This percentage is high, taking the coun- 
try as a whole, but marked progress is being made in 
getting dull hose into the hands, or rather onto the legs 
of consumers, and there are many keen observers in the 
trade who predict that by the end of the current year 
at last half of the women’s silk hosiery sold in the 
country will be dull. 

The color situation for fall and winter is rapidly 
shaking down. Darker tones of beige and brown— 
brown with a coppery cast usually—are the high lights. 
An extremely dark gunmetal with a bronzy cast is also 
featured as a high style note, for wear with the off- 
blacks, deep greens, deep browns and dark reds. Look- 
ing still further ahead into spring, 1931, there seems 
to be a tendency toward the light greens and yellows 
in costumes, which will mean a more yellowish cast to 
hosiery. At this point it might be well to inject the 
idea that pure white hose for next spring and summer 
seem to be coming into the picture for wear with the 
dead-white millinery and shoes that are now being 
considered. It is reported by some hosiery factors 
returning from Europe that pure white is noticeable 
at the smart summer resorts there, while others say 
that they saw none of it. However, there is a con- 
siderable amount of logic back of the expectation for 
a return to larger quantities of pure white than was 
seen this summer or last summer. 


NTEREST in the single unit machine or a process of 

knitting full-fashioned hosiery without the necessity 
of transferring the stocking from a legger to a footer 
has been revived by an apparent link-up of the Oliver 
and Gray interests in machines, which both announced 
as perfected last spring, and the largest producer of 
full-fashioned hosiery machinery in this country. At 
the same time Holyoke Silk Hosiery Co. is introducing 
a stocking apparently made by a single machine process. 
The future development of this will be keenly watched 
by all factors in the trade. 

As the fall and winter season approaches, the mar- 
ket for novelties looks better this year than it has for 
several fall and winter seasons past. Meshes, particu- 
larly the long vertical striped variety, are selling well 
over the country, according to reports. The market for 
wool mixtures—silk and lisle—in plain knits and meshes 
also is broadening. In short, women probably because 
of the introduction of dull hosiery, are more susceptible 


to the suggestion of novelties in hose than 

ever before. This is a point for the retail 

merchant to bear in mind. The exploitation 

of novelties at this time is more likely to 

meet with response on the part of his cus- 

tomers. Overstocking in novelties, of 
course, is dangerous, but it looks certain that the demand 
this year, if the novelties be properly presented to ‘he 
public, will be materially increased. 

An interesting discussion has arisen concerning | ic 
possibility of a return of black heels on hose for 1 ie 
coming fall and winter months. The arguments in 
favor of such a development run along the lines that 
the vogue for black and off-black in costumes, millinery, 
gloves and bags will demand a touch of black on tie 
hose. Already several important producers report a 
revival of demand for black heels in sufficient quantiti:s 
to encourage them into thinking that black heels as 
style feature may show up strongly again. The pr 
ponderance of black in costumes and accessories, «{ 
course, is the basis for the off-black hose that are receiv- 
ing considerable attention in some high style quarters. 


LOCKS are being given more than usual consider: 
tion in style plans for fall. One interesting « 

velopment in this line is a short clock, about the same 
length as that applied to men’s hose, designed eéspecial'y 
as an accompaniment to the longer skirts. The clock 
just long enough so that the middle calf length skirt w 
clear its top and leave the entire clock visible. It is in- 
portant that all factors bear in mind, and particularly 
important for the retail merchant who has closest con 
tact with the public, that longer skirts, instead of mak- 
ing hosiery less conspicuous, actually stress hosiery, 
rather the right kind of hosiery, to complete the costunie 
properly. This idea should be stressed in all conta 
with the consumer. 


Hosiery Exchange Organizing 


ERMANENT organization of the Full Fashion: 

Hosiery Exchange is expected to be under way t! 
month with three explanatory meetings scheduled fur 
the following dates and places: Sept. 10, Reading ; Sept. 
11, Philadelphia and Sept. 13, New York, according 
to an announcement by Julian Armstrong of Chicago, 
who has undertaken to form the exchange followin 
the preliminary survey conducted by a committe 
headed by Ferdinand Thun of the Berkshire Knittin: 
Mills. The charter and by-laws of the exchange wil! 
be submitted at these meetings, to which all ful! 
fashioned hosiery manufacturers are invited. 
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THE IRON CLAD HOSIERY 


OFFERS MANY RELIABLE LEADERS 


The IRON CLAD line includes the pure silk full-fashioned $8.00 to $15.00 a dozen, the 
pure silk seamless, $4.25 to $7.75 a doze n and men’s, children’s and misses’ hosiery 

in complete assortment. Every merchant should familiarize himself with 

IRON CLAD hosiery, and especially note the numbers featured here. 

IMMEDIATE DELIVERY. 


Manufacturers of Full Fashioned and Seamless Hosiery 
at Sc. Joseph, Michigan, and Decatur, Alabama. 


Manufacturers of Quality for Over Fifty 


Years. 


STYLE 802 
PURE SILK SEAMLESS 
300 NEEDLE CHIFFON 
SILK TO TOP 


Feature this stocking as a wonder in its class, for quick 
results. In addition to above outstanding points has slipper 
sole, fashion marks, 4--ply mercerized heel and toe, double 
sole, silk spliced panel heel; colors: : 


Allure Dream Pink Pl 
Beige Clair a a Seompenade 
voire Rend 
Blond Dore Light Gun Metal —- 
Caresse : Mauve Beige Sunbrown 
Crystal Beige Nightingale White 
Oak Rose 


$6.00 Doz. 


Immediate Delivery 


STYLE 907 

PURE SILK 
FULL FASHIONED 
MEDIUM SERVICE WEIGHT 


Especially recommended for style and value. Silk to hem, 
mercerized top and foot; colors: 

Allure Duskee Plage 
Almora Grain Platinum 
Atmosphere Gun Metal Promenade 
Beige Clair Ivoire Rendezvous 
Black Light Gun Metal Rosador 
Blond Dore Mauve Beige Sable 
Caresse Mirage Sunbrown 
Crystal Beige Nightingale Suntan 
Cuban Sand Pearl Blush White 
Dream Pink Oak Rose 


$9.50 Doz. 


Immediate Delivery 





Cooper, Wells & Co., 5 srit* ici 
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FISHIN’ FOR NEW HOSE 
| | 


a.—Neat figures, embroidered or resist dye on 

dark grounds are hailed as big sellers in men’s 

half-hose for fall. Here is a typical pattern, re- 
sist dye on wool from Siegel & Davis 


b.—The feature of this imported sock for children 
is the elastic in the ribbed straight cuff. American 
producers are beginning to make it 





c.—Crépe hosiery is not confined to women. Here 

is a pure silk crépe sock for men, with cotton top, 

heel and toe. It comes in pastel and darker 
shades. Courtesy Kobee Hosiery Company 





d.—Vertical stripe meshes are in the fashion pic- 

ture for fall. This one, a spiral knit number of 

all silk, comes from the Society Maid Hosiery 
Company, and is called the “Straight-Laced” 





e.—Synthetic yarn stockings are 
growing finer. Here is a 42 gage, full 
fashioned Bemberg number, made by 
Berkshire Knitting Mills and sold 
through Burd Brothers 











f—A misses’ low lustre mesh stock- 

ing with jacquard clocks made of high 

grade durene yarn by Piling & 
Mabeley 
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NEWS OF THE TRADE 


OLD Maid Hosiery Mills, Inc., who for many 
GG years have been identified with Ladies’ silk 
hosiery, have added another division to their 
company, which will be known as the “Gold Maid Im- 
porting Company.” Samuel A. Goldberg, president 
of the parent company, will also head the new company. 
The Gold Maid Importing Company will be solely 
identified with ladies’ imported handbags which Mr. 
Goldberg purchased while in Europe recently, these bags 
coming from the leading fashion centers of Europe, 
such as Paris, Vienna, Italy and Germany. 

During Mr. Goldberg’s recent European trip, he was 
accompanied by Mrs. Goldberg, who for many years 
before her marriage, was one of the most successful 
buyers of Ladies’ handbags in the country, and it was 
she who helped select the merchandise, which is distinc- 
tive in every respect and which has the features and 
little details that spell “style” and “individuality” that 
can only be found in goods of European manufacture. 

The showroom of the Gold Maid Hosiery Mills, Inc., 
is being renovated in a modernistic manner for the fall 
showing of the new merchandise. 


XY 


Clark W. Tobin, former head of the Kreuger- 
Tobin Company, has become associated with the Gotham 
Silk Hosiery Company as head of a new manufacturing 
division, which will specialize in novelties, particularly 
jacquards. Mr. Tobin is operating under the name of 
Clarke W. Tobin, Inc., and has established offices at 
389 Fifth Avenue, New York. He retains the K. T. C. 
trademark of his old firm and the new Gotham products 
will be sold under this mark. 

The special line he is selling comprises fancy jac- 
quards, nets, silk and wool mixtures, silk and lisle 
mixtures, blends, heathers, etc. The Krueger-Tobin 
Company handled many of these novelties made by 
Gotham. 

Mr. Tobin has just introduced two striking numbers, 
one a ventilated foot stocking shown elsewhere in this 
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issue, and another, a short clock number designed espe- 
cially for wear with the longer skirts. 

Lefi & Company, 303 Fifth Avenue, New York, 
selling agents, are representing the Venus Silk Hosiery 
Company, Inc., Tacony, Philadelphia, Pa., which spe- 
cializes in 5 thread, 42 gage silk hosiery. This mill is 
now turning out 1100 dozen pairs weekly. 

Kramer Bros., manufacturers of Trimfit Hose, 16 
East Thirty-fourth Street, New York City, have an- 
nounced the appointment of Judson Warman as their 
sales representative in the South. 

Mr. Warman was formerly and for many years the 
Southern sales representative of Krueger-Tobin Co. 


XY 


Barry Weiss, selling agent for the Whitehall Knitting 
Mills and the Tulip Hosiery Company, both of Phila- 
delphia, Pa., has opened a selling office at 385 Fifth 
Avenue, New York. Mr. Weiss is specializing in 4 
thread, 42 gage full-fashioned silk hosiery. 


XY 


If you know your cocktails, (and who doesn’t?) the 
new fall, 1930, hosiery color card just issued by Clarke 
W. Tobin, Inc., will mean a lot. Under the name of 
“Pink Lady,” “Clover Club” and “Martini” three new 
evening shades are shown on the card. The daytime 
colors are nine in number and with the exception of a 
very dark bronzy gunmetal are all of the dark beige 
or brown type. 





BUY as you SELL 


And Avoid Frozen Capital in End Sizes 


The Recorder Stock and Daily Sales Record Helps 
You Do Just That! 
Insures Accuracy of Buying Judgment 


Black “If a $5 Gold Piece Falls Thru 
Cloth a Crack in the Floor”—is the 
Binder— title of our instruction brochure 
red imitation for keeping stock records :— 


leather back 
Supplied with each order for 


and corners, 
gold lettering the Stock Record System. 























One hour a day keeps your records 
complete— 

Every sale and purchase recorded— 
Visible daily turnover and sales re- 
port—with monthly inventory of each 
stock number— 

Shoes on hand, on order, due, returns, 
so Tet transfers in or out from branch 
ieieitie eee stores— 


eet FOR GROUP OWNED STORES 
ile} i i —the Stock Record System used in 
conjunction with the MASTER 
STOCK SHEET and the central office 
(ea <—_———— CONTROL FORM, also a COMPARI- 
ir i Ae ===] mild SON FORM for sales of total pairs 
tt rt a acch eye ait = by seasons and years, gives the mer- 

i Lf i | 
| vox econ, ig san [: chant-owner complete stock control 
nacononnveront 4 at with style and sale trend. These 
® |i three forms are illustrated and are 


Ed 
pases 106 celia poeot BL 
rT =e T\ ‘| supplied 
Bg 50 Sheets—$3.00 
10 Sheete—$1.00 


(minimum order) 
Each fits the STOCK RECORD loose 


leaf binder. 
Black Cloth Binder—114%4” x 13%” 
Sheets, 









































West of Denver, $9.50 
Canada and Foreign, $10.00 


Above, not including 
CARTON TICKET S, $6.50 
West of Denver, $7.00 
(New Revised Fifth Edition) Sora a aa Fore wit oe Please 
e 7 


Your choice of DeLuxe flexible imitation leather binder 


shown above, or— 
Shoe Carton Tickets 


f Black cloth binder below. _— per 100; $1.50 fer 500 $2.50 f 
4 ‘or J ‘er 1006. 
“Si. 5 sepalhrcheah? Gite an pA. KT 





























MERCHANTS SERVICE DEPARTMENT 


Boot and Shoe Recorder 


_ 1334 REPUBLIC BLDG. CHICAGO, ILLINOIS 
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‘COMPO SLIPPERS IN STOCK 


This is the Modern house slipper—Lightest in weight, most 
Flexible, Smoothest inside—all the result of exclusive pat- 
ented features. 


Smart styling gives the final touch to values that make 
business good. 





No. 0734—Skinner’s Satin Mule. 
“Compo” Sole. Satin lining. 
Black Satin heel seat. 12/8 
Spanish Heel. Entirely new type 
of Black Strap, fastened to vamp, 
assures perfect fit. No elastic 
necessary C width only. IN 
STOCK in Black with Coral 
lining 


Spanish Heel. Silk Velvet double . owe 
Lai . bow to match lining. C_ width EE H No, 0695—D'Orsay Model. ‘‘Com- 
> dh a tain ule. eeerock only. IN STOCK in Black with po" Sole. Kid with Crepe lining 
s as 0736 I ; French Blue, Coral, American j to match. 12/8 Spanish heel. ¢ 
same as 0736 Beauty. Nile Green and Gold width. IN STOCK in Red, Blue, 


linings and trims $2.50 Green, Lavender, i and 

No. 0731—Same as 0736. but with elas Patent 2.85 

double mesebed trim. IN STOCK Ay Naround. colar of = No. 0996— Pajama Sandal Com- Same on Round toe last. No. 

same a3 0736 $2. IN STOCK same as po” Sole. Kid with full Kid No. 0637—D'Orsay Model. “‘Com- 
0736 $3.00 lining in contrasting shades. C po’’ Sole. Skinner’s Satin with 

No. 0732—Same as 0736 but with s width only. IN STOCK in Red, Satin lining. 12/8 Spanish heel 

side Plume of Ostrich Feathers. = scolar a oo oe = Blue, Green and Lavender. .$4.00 C width, IN STOCK in x7 


IN STOCK same as 0736..$275 IN STOCK same as 0736..$2.75 with Coral lning 
A width to order 
minimums 


, sr . «. . an Ideal Gift 


@The ensemble pictured below offers an excellent avenue 
for additional business. QIt is made of Figured Crepe lined 
with harmonizing Lustre de Chine. @The sole is of Colored 
Kid to match. Q@The bag is fastened with the “Talon” Zip- 
per. @May be had in Nile Green, Fawn and Copen Blue. 


@Slippers with bag, priced at $2.25. In Stock. 


an Ideal Gift 


No. 0365—Lridge Model. ‘‘Com- 
** Sole. Pure Silk Crepe with 
lining and Crepe Bow to 

14/8 Spanish heel. C 

IN STOCK in Black, Red 

and French Blue $3.00 


No. 0335—Bridge Model. 
po” Sole. Skinner's Satin. with 
Satin lining. Black Silk Velvet 
double bow. 14/8 Spanish heel 
Cc. width. IN STOCK in Black 
with Coral lining $3.00 
No. 0395—Bridge Model. ‘‘Com- 
po” Sole. Kid with Crepe lining 
and Silk Velvet double bow to 
14/8 Spanish = - 

" IN STOCK in 
» Blue, Green, am, 33. os 


width to order in 12 pair 
minimums 


BEST-EVER SLIPPER CO. Best-Ever Slipper Co., Inc., 75 Front St., Bklyn, N. Y. 
INCORPORATED Send sample pairs of... 
Main Factory and General Offices: and a copy of your new catalog. 
75 Front St., Brooklyn, N. Y. 


Seattle Sales Office 318 Denney Bidg. 
100 Gold St., New York 
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Notice who wear them! 


The Executive 


WEARS UNITED CUSHION 
HEELS 
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PRESTIGE... 


on the finest shoes 


This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


“p—” 


CUSHION 
HEEL 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS ® ANN ELISE WELTS 








The ANN ELISE Shoe 


A high-grade arch-support welt to sell in the popular $5-$7.50 price 
range. Better materials and better shoemaking in every pair. Flex- 
ible, nine-iron sole. Staple and semi-dress patterns. Every number 
bailt on Coordinated Lasts and Patterns, giving sample-size fit and 
appearance in every size and width. Many numbers in stock at St. 
Louis and Auburn, Maine. Send your order to the nearest office. 


Style No. A11205—83.75 
Black Kid One-Strap Center Buckle, Au- 
burn Last, 14/8 Heel. In stock AA, A, 
B. C. Auburn. 


Style No. K1153—83.15 
Black Kid Button One-Strap, Kenmore 
Last, 14/8 Leather Heel. In stock AA, 
A, B, C, D. 


Style No. K5108—$3.35 
Black Kid Four Hole Tie with Loop, 
Kenmore Last, 14/8 Leather heel. In 
stock AA, A, B, C, D. Also in Brown 
Kid. 


Style No. G11162—$3.35 
Black Kid Five Eyelet Tie, Gloria Last, 
13/8 Heel. In stock AA, A, B, C, D, 
Auburn. 


Style No. L1135—83.85 
Black Kid Two Strap Center Buckle, 
Lasalle Last, 14/8 Wood Heel. In stock 
AAA, AA, A, B, C, Auburn. 


Style No. 11134—83.85 


Kid One Strap Center Buckle, 
In stock 


Black 
Irene Last, 16/8 Louis Heel. 





4 


>» AAA, AA, A, B, C, Auburn. 





Style No. A11177—$3.85 
Black Kid One-Strap Center Buckle, 
Auburn Last, 15/8 Wood Heel. In stock 
AA, A, B, C, Auburn. 


Style No. L1522—83.75 
Black Kid Gore Pump, Lasalle Last, 
14/8 Wood Heel. In stock AA, A, B, C, 
Auburn. 





Style No. K9708—$4.00 


White Cab. Four Eyelet Tie (Nurses’ 
Special) Kenmore Last, 14/8 Heel. In 


@ stock AA, A, B, C, D. 


AULT-SHACKFORD 
SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. 


(In-stock Dept.) 


pINATED l 
00m SS 


cann Eti,, ) 


AUBURN, ME. 


(Factory and In-stock Dept.) 








ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS @ ANN ELISE WELTS 
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SIT3M ASTIA NNY ¢ 





an Ny © SlTZA ISITa Nv @ 


THE WORLDS 
FINEST 


MAT 


Style No. 780—Seamless pump, 
Sonne bow, made of JETTA MAT 


CALF, 20/8 heel, price upon 
request. ‘ 
Wright-Gorevitz-McNamara Co. 
Haverhill ass. 





WOMEN ARE 
QUALITY MINDED— 


The dollar is being asked to perform better. Alert mer- 
chants sensing this are meeting the demand with more 


durable footwear. 
Light weight JETTA MAT CALF gives greater satis- 


faction in the wear, is non-scuffing, shape-holding. It 
adds durability to the style, solid comfort to the feet. 


JETTA MAT CALP’S fine grain, with tight break, main- 
tains the beauty of finish sure to be noted by your critical 


minded customers. 








Black with white trim is a high style vogue for early 
Autumn. The shoe illustrated offers a pleasing variation 


of green stitching and green underlay. 


Swatches of JETTA CALF sent on request. 
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Miullions..... 


| of pairs sold to dealers 


In nation wide slipper sales no 

single product has registered 

greater customer satisfaction 

nor brought greater dealer 
profit than 


Slippers 


_made with 


ZAPON 
SSS 


HE chic and comfort to be 

found in this kid soft material 
that defies substitution; its harmo- 
nizing color range; its many attrac- 
tive patterns; its extreme durability, 
all tend to quickly develop the 
strongest type of sales appeal 
through a combination of style, com- 
fort and wear not attainable in any 
other material. Get acquainted with 
Zapon immediately if you are look- 
ing for a lasting profit builder. 

Important: Look for the Zapon label on 


every pair of slippers you buy. It is your 
protection that you are getting the best. 


IzaAnRINE—continuing as the most 
talked of profit builder for 1930. 


Chamois soft, waterproof, offered in 
a wide variety of colors and patterns. 


Send for Samples 


THE ZAPON COMPANY 
STAMFORD, CONN. 





MANFIELD & SONS 
1629, Chestnut St. 
PHILADELPHIA. 


ALL WIDTHS 
IN STOCK 


ENGLISH 
RIDING BOOTS 





CHILO'S TAN 
D WIDTH 


TAN @ BLACK 




















SEND FOR CATALOGUE TAN « BLACK 
BUY DIRECT FROM MAKERS 

















Students in famous Iinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir. Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only 5,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world — over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——----—MAIL THIS COUPON TODAY —--—— 
ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 
Gentlemen: Please send me, postage prepaid, latest catalog and complete 
information relative to Chiropody and your school. 


Name 


City. ... State 
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Nit i 


FIN IS A 


~ «1S 


Its popularity will increase 
in the seasons to come 


WILLIAM AMER 
COMPANY 
PHILADELPHIA 


ING 
12) 





THE quiet dignity of the No. 500 
eyelet adds to the desirability of 
the cool, white summer oxford. 
Since discriminating women look 
upon visible eyelets as one of the 
requisites of correct laced foot- 
wear, quality shoe manufacturers 
never neglect such an important 
little detail. 

The clinching surface of the new 

roll-back, invincible eyelet is as 

smooth as its lustrous celluloid 


fast-color face. Write for further 
particulars. 


DIAMOND BRAND Visible FAST COLOR EYELETS 
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“Gym Foot” 
“Golfer’s Itch” 
“Athlete’s Foot” 


Itching Toes 


Ringworm on the feet and 
between the toes 


HIS is the most prevalent of all skin diseases. 

Nearly one-half of all people have it, but it is 
especially common among athletes, golfers and those 
who frequent public beaches, showers and pools. It 
is caused by a fungus infection and is often mistaken 
for eczema. 

It is a most annoying disease, causing a softening, 
whitening and peeling of the skin and intense itching 
between the toes, on top of the toes and on the soles 
of the feet. This condition, if not treated at once, may 
spread to ankles and other parts of the body. 

This infection stubbornly resists most treatments, but 
all symptoms quickly disappear under treatment of Dr. 
Scholl’s Solvex—a specially prepared ointment which 
effects a complete cure of this and similar conditions. 


Help your customers by 
stocking and recom- 
mending this _ reliable 
remedy. Increase your 
profits and prestige! 


Wholesale, $8.00 a doz. 
Retail, $1.00 a jar 


ltching Feet— 


Thousands of people in your community are sufferers 
of this most annoying foot condition. 


Stock up on Dr. Scholl’s Solvex now and 
keep it displayed. You'll make immediate 
sales and a fine profit. 


THE SCHOLL MFG. CO., Ine. 
213 West Schiller Street, Chicago 
62W.14thSt., New York 112 AdelaideSt.,E.,Toronto 


Dr. Scholl’s Solvex is ad- 
vertised in such leading 
publications as _ the 
American Magazine, 
Golfer’s Magazine, Col- 
liers, and The Saturday 
Evening Post, 


Dr. Scholl’s Solvex 





An attractive three color Window 


Mail This Coupon Today 
THE SCHOLL MFG. CO., Inc., 213 W. Schiller St., Chicago 
62 W. 14th St., New York 





Display Card furnished free with Please ship us............ dozen jars of Dr. Scholl’s Solvex at $8.00 a dozen. Include 


each dozen order of Dr. Scholl’s 


Solvex. It’s a real sales producer. —_ 
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Newest Early Fall Styles INSTOCK 
Menihan’s “NU-MODE PROCESS” 


“INGA” “RAYO” 


“SHASTA” 16/8 Heel 16/8 Heel “BERNICIA” 
Wu ‘Mode Prooees Wu Bete Frecess oo oe 18/8 Heel 
B-612—Brown 8 Genuine |3-622—Brown Suede, Genuine B-582—Genuine Black Lizard Nu Mode Process 
aate, Brown Chameleon Trim.$6.00 87-25 = _sss_—Mat Ki 6 tine 
Coffee Rajah Lizard Trim.86.00 [fy _¢o9 7) Suede, Genuine B-648—Genuine Brown Lizard - Mat Kid, Bea 


ack 
B-G13—Black Suede, Genuine Black Chameleon Trim 
Black and White Rajah Lizard 
Trim $6.00 


87.25 Se Gaskdsssecunsasou $5.85 





“DAL LA” 





“RAYO” 
16/8 Heel 20/8 Heel ienaieaate 
“RAYO” Nu Mode Process Nu Mode Process 20/8 Heel 
a s6— 
«Mode Process ~ wanted — Ti cemented Nw Mode Process 
B-576 — uP meony Moire Silk, | B-5798—Brown Kid Tie, Worked B-588—White Silkray, Seamless, B-564—Genuine Black Lizard 
Worked Eyelets ........ $5.10 1 Bye ....... ee eeee eens $5.50 Suitable for Dyeing ....85.00 87.00 


Menihan’s “Special Process” IN STOCK 


“SHASTA” “VARDO” 





“I3/8 Heel 19/8 Heel 16/8 Heet 15/8 Heel 
Special Process Special Process Special Process B-61 8 = py 
B-624—Black Suede, Genuine B-629—Brown Kid Perlustre #%-633—Brown Kangola. Coffee Iams 
Ivory Rajah Lizard Trim $5.26 Saddle with Coffee Rajah Lizard B-616—Brown Lisard Calf 
B-626—Brown Suede, Genuine Lace Stay ............ 85.50 Rajah Lisard Calf Trim. $5.25 $5.2 
Coffee Rajah Lizard Trim B-632—Biac k Kid, Gun Metal B-634—Black Calf, Black and 
$5.25 Perlustre Saddle with Black White Rajah Lizard Calf Trim 


and White Rajah Lizard Lace 
8 





$5.25 


“REGENT” 
20/8 Heel 







“WESTLAKE” “THRACE” Special Process 
16/8 Heel 16/8 Heel B-644—Black Suede... .$5.00 
Special Process Special Process “NEVA” 19/8 Heel 

B-618—Brown Kangola Gore B-658—Biack and White Lizard NEVA B-175—Patent ........ $4.35 

Pump, Genuine Coffee Rajah Calf—Black Calf Tip, Foxing 19/8 Heel B-176—Gun Metal Calf.$4.35 

Lizard Combination Bow .$5.00 OOO TOM ccccccoccesce $5.10 Special Process B-524— Black Faille (Crepe) 
B-619—Black Kangola, Genuine B-659— Brown and White Lizard B-66 

Ivory Rajah Lizard Oombina- Calf—Brown Calf tip, Foxing ~662—Mat Kid—Gun Metal .542-white Faille (Orepe) 

Chom Bow .cccccccceccd $5.00 and Heel ............. $5.10 Perlustre Saddle Strap. .$5.25 Suitable for Dyeing ....$4.75 

















s12Es THE MENIHAN COMPANY  [ rerm: ver 30 Day 


AAA coccccece®S tes 


Mn boctcét nese ve Twenty-five cents addi- 
a ° .. =e In-Stock Department tional for orders of less 


i iaachinbee cami aan ROCHESTER, N. Y. 3 than three pairs. 


























Over Sixty Styles in Stock. Send for Complete Catalog Today. 


An order from you will place your name on our Mailing List. 
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Commission to Study Shoe Tariff 


Differences in Cost of Production Here and Abroad to Be 


Investigated Under 


WASHINGTON, D. C. (UTPS)—An in- 
vestigation to determine the differences 
in the domestic and foreign costs of 
producing boots and shoes, reptile skin 
leather and cotton shoe or boot lacings 
has been ordered by the United States 
Tariff Commission. 

The purpose of the inquiry is to find 
out whether or not any change in the 
present duties on the commodities is 
justified. It was launched as a result 
of a resolution adopted by the Senate 
before its last adjournment. 

The Tariff Act authorizes the com- 
mission to institute investigations to 
ascertain the differences, if any, be- 
tween the cost of producing any com- 
modity in the United States and the 
cost of producing the same commodity 
abroad. 

The first step in the investigation 
will be the holding of hearings by the 
commission. No date for these has been 
announced. The commission said it 
would give 30 days’ notice of the hear- 
ings. Tariff Commission investigations 
frequently are long drawn out affairs, 
sometimes lasting several years. 

The boots and shoes into the produc- 
tion costs of which the commission will 
probe are listed as “boots and shoes, 
wholly or in chief value of leather, not 
specifically provided for.” Under the 
1913 tariff act and that of 1922 they 
were admitted free of duty, but the 
Hawley-Smoot act placed a 20 per cent 
ad valorem duty on them. 

The rates on reptile skin leather and 
cotton shoe lacings also were boosted 
by the Hawley-Smoot measure. 

The Tariff Commission is not em- 
powered to change tariff rates as a re- 
sult of its investigations. It is merely 
a fact-finding body and must report its 
findings to the President, who, by 
proclamation, may raise or lower 
duties, but not more than 50 per cent 
either way. 

The law prohibits the President from 
changing the method of assessing 
duties. For example, he may not say 
the duties on an article now assessed 
at so much per pound shall be assessed 
on the ad valorem basis, or vice versa. 





Transfer of dutiable articles to the 
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Senate Resolution 


free list, or vice versa, also is pro- 
hibited by the law. This power Con- 
gress reserved to itself. 

Since the passage of the tariff mea- 
sure there has been a crystallization of 
sentiment among many shoe manufac- 
turers, particularly in New England, 
that the 20 per cent duty provided is 
inadequate and that at least 30 per cent 
is needed to give protection from for- 
eign competition. On the other hand 
senators representing the agricultural 
West take the position that 20 per cent 
is too high. As a matter of fact the 
tariff to date has had little if any 
perceptible effect on shoe prices. 


Open New Factory 


Preasopy, Mass.—The Brown Co. of 
Portland, Me. has started a factory on 
Spring Street, in the Verza building, 
for finishing “Onco” in staple and nov- 
elty grains, including reptile, the stock 
to be used for uppers of shoes, as well 
as for other articles. 





Names That Sell Shoes 


EW words are wanted for new 

shoes. A clever title, aptly 
applied to footwear, gives a new 
topic for women to talk about. 
When they talk of shoes, they buy 
shoes. “Conversation styles” 
sound good to those who would 
keep shoes selling and selling. 
“Spectator sport” shoes were the 
best talking point of summer. 
But why carry the phrase in to 
the fall? Something new and 
different will start them talking 
again. “Stadium styles” applies 
to footwear for the multitude 
that will fill the stadiums to ob- 
serve the football games. Some- 
thing new to talk about gives life 
to this business of women’s shoes, 
even as the spoken voice turns 
the silent telephone into activity. 














Improved Shoe 
Department and 


Sales Increased 


DENVER (UTPS)—Changing the la- 
dies’ shoe department of the Denver 
Dry Goods Company from the first floor 
to the second and converting it into a 
lovely salon has proven to be a suc- 
cessful move in the sale of better shoes 
and has convinced V. V. Vandenburg, 
manager, that better facilities of dis- 
play produce bigger sales and better 
profits. 

“Had we remained in our old quar- 
ters,” said Mr. Vandenburg, “I am 
positive our shoe department would 
have sustained a heavy loss this season 
instead of the present substantial 
gain.” 

Business for the fall started much 
earlier than usual this season. Calls 
for suedes have been heavier and much 
in advance of the usual demands. 
Brown kid and oxfords as planned for 
at 15 per cent have exceeded all ex- 

ectations and are running strong. 
Blues have had to take second place 
with greens which turn has again sur- 
prised the department and caused sud- 
den changes in the plans of shipments. 
Heavy buying has gone on in evening 
slippers to satisfy present heavy de- 
mands for early fall trade, according 
to Manager Vandenburg. 

All shoes in the ladies’ department 
have been bought with bags to match. 
Joahansen’s $10.00 shoes are sold with 
$7.50 bags while the Laird Schober en- 
sembles average from $31.00 to $36.00 
and are going strong. 


New Stern-Auer Plant to 
Start Soon 


CHILLICOTHE, OHIO (UTPS)—Instal- 
lation of equipment in the new factory 
of the Stern-Auer Shoe Co. at this 
place has started under the direction 
of Christy Reggie, who will be man- 
ager of the plant. Alvin Sallinger, 
secretary of the company, which has 
headquarters in Cincinnati is also on 
the ground. 

It is believed that the plant will be 
started in about three weeks at a rate 
of about 300 pairs daily. It is ex- 
pected to have the plant up to a ca- 
pacity of 1000 pairs daily within a 
few months. 








RELIABLE STYLE FORECASTERS 


say: More Sport Shoes Than 
Ever — Next Season!!! 
and -- 


will be the 
Favorite 
Sport 
Sole 
! 


e \ 


The widespread acceptance 

of this sport sole the past sea- ( 
son is your guarantee that it 

is right—advance orders 

indicate the growing popu- 

larity of Waverly Sport Soles 

among manufacturers, deal- 
ers and the thousands of 

folks who tested the merit of 

these soles on the shoes they 

have been wearing. 





We make a full line of Sport Wh ki l f 

Soles, with ‘heels to match; S apert scene thet | gots 

in Men’s, Boys’, Youths’ and P 6 

Little Gents’ sizes! longer each year—be sure 
and specify Waverly soles— 
your manufacturer will be 
glad to co-operate. 


PANTHER RUBBER CO. 


STOUGHTON, MASS. 





Boor AND SHOE RECORDER 
68 combining THs SHow RETarLeR, Sept. 6, 1930 









Ss. 


a an ail 












Enlarged and Remodeled 
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Enlarged and newly furnished interior of Nordstrom’s shoe store in Seattle, looking 
from rear toward the entrance, following completion of improvements that cost 








Nordstrom’s Opens Enlarged 
Store in Seattle 


SEATTLE, WASH. (UTPS)-—Officially 
using the new title for the first time, 
Nordstrom’s opened its enlarged and 
remodeled quarters on August 19. For 
thirty years the firm has been known 
as Wallin and Nordstrom, but since the 
business is now entirely owned by mem- 
bers of the Nordstrom family its firm 
name was altered. 

Some $35,000 were spent on the re- 
modeling and enlargement program 
which more than doubled sales floor 
space. The old store was 20x110, en- 
larged to 40x110 and permitting the 
opening of a downstairs store in addi- 
tion to the main floor. Decorations 
carry a modernistic note. The walls 
are a soft green, cabinet work in silver- 
gray oak, floor covering in tones of 
soft gray, green and black. Chairs 
are tapestry covered. 

Black and silver: decorations are used 
on the front, which is built to allow 
two entrances, three display windows 
and a central display case. The latter 
is used to display footwear from the 
downstairs store, where $5 and $6 
women’s shoes are located. Men’s shoes 
are shown in the north window, 
women’s $7.50 to $15 footwear in the 
south window. 

Nordstrom’s is a pioneer Seattle 
firm, established thirty years ago when 
John W. Nordstrom, the father, re- 
turned from the Klondike rush with a 
modest fortune obtained from placer 
diggings in the frozen North. With 
Carl F. W=llin, at that time operating 
a shoe repair establishment, the elder 
Nordstrom and his partner opened a 
retail shoe store a short distance from 
the present location. 

John W. Nordstrom is now retired, 
and his sons manage the business which 
consists of the downtown store and 
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another located in the University dis- 
trict. Everett W. Nordstrom is presi- 
dent, and Elmer J. Nordstrom is sec- 
retary and treasurer. Another son, 
Lloyd Nordstrom, a student at the Uni- 
versity of Washington, plans to enter 
the firm upon his graduation. 





Better Business in Nashville 


NASHVILLE, TENN. (UTPS)—Nash- 
ville shoe merchants are highly elated 
over the fall and winter sales pros- 
pects. The worst drought in the his- 
tory of this section is over. Rain and 
an upturn of business in general has 
changed the whole view of the future 
months of the year. With another full 
month of summer to go, shoe dealers 
here say that all seasonable footwear 
will be cleaned out before the fall sets 
in. Fall styles are now on the pedes- 
tals in the shoe windows, however, and 
selling well. Regent pumps, black kid, 
black suede and black patent leather, 
all trimmed in reptile, seem to be the 
best sellers at present for women. Men, 
of course, are still hanging on to sports 
and will until the first December snow 
drives them into the more sombre 
styles. 

Nashville shoe manufacturers and 
wholesale shoe dealers report the fall 
business far ahead of expectations. In 
fact they report business as excellent. 
The employment trend in Nashville, as 
revealed by the Chamber of Commerce, 
in a study of a five-year record of 86 
industrial establishments, shows a con- 
tinued improvement. These figures 
show that 400 more workers were em- 
ployed in Nashville on June 1, 1930, 
than were employed in the same in- 
dustries on the same day in 1929. 

Governor Horton has called a two- 


day session of heads of industries from | 
all branches of trade, to explain a plan | 


for a program that will “give work to 
all who are now unemployed.” 
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SEH oe 
Touble-fuzch {Your Straight 
Combination 


Last 
In Stock 












60—Blk. Evans Ruby Kid.............. $4.50 
S60—Blk. Kid Arch-Support Insol2..... 4.865 
80—Blk. Mellow Kaffor-Calf..... . 4.50 
85—Tan Mellow Kaffor-Calf 4.60 
Orthopedic 


Last 





70—Blk. Evans Ruby Kid..............$4.50 
S70—Blk. Kid. Arch-Support Insole . 4.85 
90—Blk. Mellow Kaffor-Calf......... 4.50 
05—Tan Mellow Kaffor-Calf.......... 4.60 





| 777-DS—Blk. Evans Heavy Kid........$4.60 
| 666-DS—Blk. Rueping’s Heavy Calf..... 4.60 
10-DS—Blk. Clf. Stormwelt........... 4.85 
11-DS—BIk.-Clf.-S-Welt-Long Ctr 4.85 








38—Tan Elk. Double Oak Sole........... $4.00 
58—-Black Elk, Double Oak Sole......... 4.00 
37—-Tan Elk, Overweight Single Sole.... 3.85 


57—Black Elk, Overweight Single Sole.. 3.85 





TERMS: 2% 20 DAYS, 30 DAYS NET 





MUSEBECK 
SHOE, COMPANY 
DANVILLE, ILLINOIS 
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Dozens of your customers are looking for 
he : tt& 
HEALTH SHOE nc 
“Queen of all operas” 
In original balloon and new 
modified toes. 
Stock Number 3466 Gace there the DANCHETE Pomp £ 
Boys’ black ould, Oxford; 11 iron Oak Bend outer sole; made sells big. It’s the best fitting, { 
with Genuine Barbour Stormwelt. alg gen lA. gh 
Width B to D e Sizes 1 to 6 Carried in stock in patent leather, } 
Price $3.45 Sues an ” — Kid. $3.25 Made to order in any material | 
Catalogue Sent on Request j 
POWELL & CAMPBELL ‘Duane_Shoe ©mpany, «3 Bi 8 
122 DUANE STREET ESTABLISHED 1879 
| hbo it a's = 7. oe eB 
* aie Gi 
‘6 rh) 
TONE UP YOUR STOCK! COMPO” Regent Opera Pumps 
/ = . 
With Predominating Modes of | IN STOCK READY TO SHIP 
66 99 R-12916 Patent Leather Lous $3.40 
LION FOOTWEAR B-12016 Patent Laat $8.40 Ey 
, R-129% Black Satin Louis 3.40 7 
“Mary Ann” R-12920 As above Baby 3.40 
Snug Fittin q R-12988 Kaffor Kid Louis 3.40 ‘ 
Operas $2. R-12980 As above Baby 3.40 , 
R-12996 Black Moire Louis 3.50 | 
R-129M6 White Moire Louis 3.65 { 
R-12946 White Kid Louis 3.65 4 
R-12940 As above Baby 3.65 4 
7 No. 915 R-12956 White Satin Louis 3.65 
, Atueye | ae | R-12976 Black Suede Louis 3.65 } + 
“The Swagger” $2.15 908. $—Pat. Regent Baby & High Heel ALL ON THE MODIFIED TOE LAST 
2644. 5—P. B 911-12—Sat. Regent Baby & High Heel Louls Heels—AA to C 
=e nn ee ee ions =< 
ane? —Kaf. Ox. High Heel 983- 4—Pat. D’Orsay Baby & High Hi. Write or wire orders 
—Bi. Suede Ox. Baby Heel 986- 7—Sat. D’Orsay Baby & High Hl. 4 
F974 —BI. Suede Or. High Heel 995- 5—Kaf. D' Orsay Baby & High Hi. ' F ‘ d & Ss I 
! rus rrie ons, inc. 
LION SHOE j + ’ 
OE COMPANY, Inc. 118 Duane St. | so paras Fri —— 
& m ia Daa sia ee 7 fe al & 
* a8 : 7 
Saks Present a New Center Buckle | $2.95 Retailers In Stock 
} with Genuine Rajah Lizard Trim { | 
7 ‘ 
In High Grade Turns } No. 2005—Patent leather, high | 
eel. 
In Stock AA to C No. 200¢—Fatent leather, baby ‘ 
eel. 
7059—Brown kid, center 7061—As above in black kid, Ne. 2007—Kaflor kid, high heel. 
buckle, gen. Rajah trim 20/8 Spike heel $4.75 No. 2008—Kaffor kid, baby heel. 
D pat Cincy de “iev6 matt * — oor ‘ No. 2009—Brown kid, high heel. 
' Sp. heel $4.85 , 7 “9 ~ : ‘ No. 2010—Brown kid, baby heel. 
iit tem “Coden tele Sp. heel No. 2030—Black satin, high heel. | 
20/8 Spike heel $4.85 $4.75 No. 2031—Black satin, baby heel. | 
Wire or write orders 
j 
ocaNe St NEWS J. WEISS SHOE CO. 
14 “iTS WAS ir’ kK 137 Duane Street New York City 
e 
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The GREAT WHOLESALE MARKET 








































* a | 
A Typical Crescent Winner! TWO WINNERS FOR a 4 
5450——P. ith R 
trim. 21/8 Spike. In Stock 
5451—-Same in 15/8 Cuban PRICE 4 
5452—Kaffor Kid with 
Rajeh trim, 21/8 $2.85 
5453—Same in 15/8 Cuban 
, 5454—-Black Suede with 
Rajah trim, 21/8 1 
iP 
j 5455—Same in 15/8 Cuban No. 7365—Patent Sa —n 
All built on our new Soest om Ba ott cae 
Western Semi-Modi 7 4 3 ay liserd, 
toe last. In Stock—B $2.85 Kafer alta! a pak, ei and ocr tad on am 
and C wide—At Once trimming. Black suede with black and leather. Also in brown kid with brown 
, Delivery. Across the Board Spanish heels. Ay’ » ae peey la Heh and baby "Spanish heels . 
4 Sizes 3 to &. widths—Sizes a 
CRESCENT SHOE CO. BLEECKER SHOE CO., Inc., 138-40 Duane Street, 
“ New York City. 
131-133-135 Duane St., New York City 
7 dean be a - ® = —— ee as ” a 
. . e 
. ° ee ? 
We Challenge Comparison with Any The Season's 
4 ° 99 
Other Shoes in the Country Sensation 
at These Prices 
1511—Black suede one-strap, Rajah tip, 20/8 ° 
~ 4 
1s12—Ilack suede one-strap, Rajah tip, 15/8 Stetson Tie 
1401—Bome in Patent, 20/8 High sod. ‘ 
{s0i—Same in Gunmetal Raftor Kid. 20/8 High 
1502—Kame in Gunmetal Kaffor Kid, 15/8 Baby Misses, a C, D, E. . 
1691—Patent a Rajah tip. 20/8 High Heel. : College Leather Hoel 
1692—Patent Opera, Rajah tip, 15/8 Baby Heel. 3- 7, $2.75 
170i—Gunmetal Kaffor Kid Opera, 
Rajah tip, -20/8 High Heel. . ‘ ‘ 
1702—Gunmetal Kaffor Kid Opera, Dark Brown with med. brown inlay. 
ah tip, 15/8 Baby Heel. . : 
1711—Black suede Opera, Rajah tip Black calf with black sand snake inlay. ' 
20/8 High Heel. . ‘ ; 
q 1712—Black suede, Opera, Rajah tip, Patent leather with mat calf inlay. § 
{ 1721—Brown kid Opera, Rajah tip, ) 
, vyheduene THALHEIM’S WEARWELL SHOE CO., Inc. 
LEVEY BROTHERS SHOE CO., 145 Duane St. 141 Duane Street, New York City 
we — nee ae a - van # 
@ ees ‘es 
il Our Li One of Our Many Fast Sellers 
ook Ov r Line of 
er Vu for Early Fall 
4 ’ ) “Savoy” 
en ~ pats et Patent Chrome, Black Pinseal 
4 Kaffor Kid, Black and White Rajah 
Reduced Price for Early Delivery 4 oan Kid, Brown Rajah Trim } 
, Black Suede Calf, Black and White { 
From Rajah Trim ‘ 
75 c Pai Carried on long vamp; | 
ents a Fair C wide; $2.10 
20/8 Spike heels, 
Up ‘ sizes 3 to 8 { 
s F , 14/8 Junior Louis, 
amptes sent on reques ) sizes 3 to 9 
. BLOG SHOE COMPANY, Inc. B. FRIEDMAN SHOE COMPANY 
147 Duane St. 109 Reade Street New York City 
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WHERE TO BUY 
Men’s Shoes | 
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OHN G. HOL- 

TERS, presi- 
dent of the United 
States Shoe Com- 
pany, recently an- 
nounced that Wal- 
ter J. Morton, for- 
merly production 
manager of the 
United States Shoe 








| HIGHEST GRADE ONL 





50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
cau 


KUMFORT-ARC 






















IS WANTED, SELL- 


aaa 








Tue 


P SHOE 
FOR MEN 
().. A. PACKARD CO., Makers (P) 
BROCKTON 


NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


BH. W. COOK, President 
Syracuse, N. Y., U. 8S. A. 


MEN'S FINE SHOES EXCLUSIVELY 




















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


Company in Cin- 
cinnati, has been 
promoted to the 
position of office 
manager of _ the 
Louisville, Ken- 
tucky, factory. Mr. Morton’s aggres- 
siveness and ability have proved a suc- 
cessful combination to build him.up to 
his new position, and the employers 
and employees of the United States 
Shoe Company are very much elated 
over his advance- 
ment. 

Mr. Holters also 
announced that Jo- 
seph Ziegler has 
been appointed to 
the position of fac- 
tory  superinten- 
dent of the Louis- 
ville, Ky., factory. 
Mr. Ziegler’s past 
record with the 
United States 
Shoe Company is 
Soo Site an exceptionally 

good one, and he 
has the sincee support of every em- 
ployee under his leadership. 
With the above combination in the 
Louisville factory, various new plans 
of production and shoemaking have been 
worked out, and with a thoroughly mod- 
ern and well equipped factory, a suc- 
cessful future is anticipated. 


Ww. J. Morton 








Al™Most a score of salesmen repre- 

senting the Buffalo district organ- 
ization of the footwear division of the 
United States Rubber Co. held their 
annual U. S. Keds sales conference in 
Buffalo at the Buffalo Athletic Club. 
C. W. Reis, manager of footwear sales, 
outlined the sales program for the fall 
and winter season and included among 
the other speakers were J. J. Brady, 
special representative from the New 
York office of the company, and F. T. 
Dunstan, divisional manager of the 
Great Lakes district. 


HE Lima Cord Sole & Heel Co., 
Lima, Ohio, makers of “Gro-Cord” 
soles, is developing an increased Cana- 
dian business since engaging Ed John- 
son to call upon the Canadian manu- 
facturers and retail merchants, famil- 
iarizing them with the possibilities of 
increased pairage business in connec- 
tion with the rapidly growing safety 
movement and the part which non-slip 
shoes contribute in this movement to- 
ward the reduction in workmen’s com- 
pensation outlay. 

Mr. Johnson counts practical shoe 
trade experience in both the retail and 
manufacturing branches with such rep- 
resentative houses as Marott’s, Flor- 























sheim’s, M. T. Shaw and Red Wing. 
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On the Selling End 


News of Shoe Travelers and Sales Departments 
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ENRY E. DECATUR, of Brook- 

line, Mass., retired, well-known 
salesman for Khitman & Keith for 
many years, of Brockton, died Aug. 
21 at his home in Brookline. 


[VIE KAPLAN, of the Colonial 
Tanning Company, has been at the 
New York office of the firm calling on 
the trade with the manager of their 
New York branch, Joseph Erhardt. 








Te Paramount Shoe Mfg. Co., St. 
Louis manufacturers of women’s 
high style footwear, are now repre- 
sented by Ralph Wolpe. Mr. Wolpe is 
one of the most widely acquainted sales- 
men in the Middle West. 





R. LESTER, with the Beacon Shoe 

Company, was a visitor in Atlanta 
during the week, calling on the local 
trade. He reports business as very 
good throughout his territory, and is 
anticipating an excellent school busi- 
ness during September.—(UTPS). 





"TT aeanoks PULLMAN, Pacific 
Northwest representative for Wal- 
ter Booth Shoe Company of Milwau- 
kee, has recovered from his recent se- 
rious illness in Portland. He is at 
his home in Seattle well on the way to 
recovery.—(UTPS). 


B pnoe: GORMAN, who was recently 
made assistant sales manager of 
Dunn & McCarthy, Inc., has been chosen 
a member of the board of directors of 
this company. 

Valentine Frees, assistant treasurer 
of Dunn & McCarthy, Inc., has been 
elected secretary. 


PyAzeY L. (PETE) WARE of Chi- 
cago is now selling Vitality men’s 
and boys’ shoes in the Iowa, Minnesota, 
Nebraska and Dakota territory, where 
he has been selling footwear for many 
years. Few men in the entire western 
territory have a firmer grasp on the 
hearts of the trade than Harry Ware. 


G. WADDINGSTON, formerly 
¢ with the Blum Shoe Mfg. Co. 
of Dansville, N. Y., covering Kansas, 
Nebraska, North and South Dakota, 
Montana and Washington, and before 
that with Endicott Johnson as district 
manager for retail stores, has joined 
the Enna Jettick sales force and will 
make headquarters in Syracuse, N. Y., 
at 1508 Bellevue Avenue. He will cover 
a territory in Central New York. 














HE INTERNATIONAL SHOE CO. 
recently opened a_ distributing 
branch in Manchester, N. H., for the 
new Vitality Health Shoes for men and 
boys. These shoes are being made in 
one of International’s Eastern factories. 
A feature of this new line is the 
wide range of IN-STOCK sizes and 
widths. The men’s will be carried in 
sizes 5 to 14, AAA to EEE and also 8 
wide, to retail at $5 and $6. The boys’ 
sizes range from 1 to 6, A to E, and 
retail for $4 and $5. The salesmen 
are now in their territories and the 
shoes are being well received. 
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Is fashion seiling shoes for you? 


J. & T. COUSINS CO. 


“We look forward with increasing interest to your 
monthly style bulletin. 

“It is a great help to us in styling our line, especially 
checking up on the types of patterns we should show.” 


x ~. Fe 7 T. “4 
_. SHOnwakens 
$03 WAL womTy 


BOYD-WELSH SHOE CO. 
“Such information is most helpful to us and serves as a 
guide to which we give much consideration in shaping 
our plans for the styling and promotion of our line.” 


oveeer 
BROOKLYN ~NEW yoRe 


AVON SHOE COMPANY, INC. 


“We look forward with great interest to your monthly 
bulletins and we find these an important factor in styling 








our line.” 
; BRADLEY-GOODRICH CO., INC. 

ae AVON SHOE COMPANY, Inc > “Referring to your novel publication ‘Shoe Fashion Ser- 
fi Godt Labo Torn Shem vice’ we express our approval of the progressive spirit 
9 paper Reger near shown by you in this undertaking, and our appreciation 
: . for the accommodation and benefit we receive. We know 
sean eeeher tenet tame of nothing just like it, and its originality and suggestive- 
5!) ness appeal strongly to us. We find it helpful in develop- 

ing our sampie line.” 


BRADLEY-GoopDRICH COMPANY 
» Inc. 


THOMAS G. PLANT CORPORATION 


“We have found it of inestimable value in designing our 
: particular line of shoes because of the fact that the indi- 


SHOP MAKERS 


HAVERMILL. MASS A 








seaur coneo® Botan vidual and general style trend of the Conaway Company 
L aan . service is advanced in season and covers entirely the 
vm diversified field of types such as our particular line 

features.” 


PEDIGO-WEBER SHOE CO. 


“Permit me to say that your organization seems to have 
recently adopted and put in force some very practical 
helps, and by that I mean that the information you are 
Sa at teat ah giving out is not the usual theoretical sort, but quite 
4 definitely authentic. 
: ares “You will find that such a service as referred to, which 
3] bette - ek. you are rendering to those whom you are serving, will 
eae undoubtedly add very materially to the further rapid 
advancement you are making, as a recognized authority 
in the realm of fashions, and we are glad to be counted 
in on these matters as one of the patrons who appre- 











ciates it.” 


Outstanding shoe manufacturers like the above, clients of Conaway-Winter Company, are enthu- 
siastic users of our Shoe Fashion Service, as these excerpts testify. They speak for themselves to 
every alert shoe executive. 


Are you receiving our Bulletins regularly? Your designing staff and your selling staff should use 
this important, free Fashion Service. It gives you additional “fashion insurance” that your shoe 
styles will command “consumer acceptance.” Let us talk with you about your “shoe styling to sell” 
problems. Telephone or write our nearest office and one of our representatives will call. Add 
your name to our mailing list today. 


CONAWAY-WINTER STUDIOS 


SHOE FASHION SERVICE 


70 Washington St. 1421 Olive St. 134 Summer St. 310 Michigan Ave. 
BROOKLYN ST. LOUIS BOSTON MILWAUKEE 
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WHERE’ TO BUY 
Men’s Shoes 
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“A MAN’S DECISION” WEL 
] 
THE wy 
Men’s 
Fine 
Shoes 
Ola 
Boston—-183 Essex Street fan Bad 
N. Y.—915-917 Marbridge Bldg. Mass. 
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WHERE TO BUY 


Women’s Shoes 
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Ultra-Smart Sandals 


Complete color 
combinations 
Unusual 
Profits 
Write direct 


isidsssasssasislsir 
BIARRITZ SANDALS, INC. 
33 West 27th St. New York 

















FOR WOMEN 
THE JOHN EBBERTS SHOE CoO., 
IN B N. Y. 8T 


INC, 
uffalo, OCK 
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WHERE TO BUY 


Shoe Forms 
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Jary Sorms 
; for Shoes and Hosiery 


made of white, 
transparent or colored 


j FAIRYLITE 
Shee E el Ce.,Ine., Auburn, N. Y. 
NS ARNETTE NEE Aon a oS hl TLS TER 











WHERE TO BUY 


Store Fixtures 











Fall Style Trends im Chicago 


Pepper Cloth Oxfords and Thumb Vamp Mexicana Ties Among 
the Innovations Being Shown in the Loop 


Cuicaco (UTPS)—Shoe sales in 
Chicago wholesaie and retail establish- 
ments last week maintained a fairly 
steady trend, with trade in the whole- 
sale district more or less marking time. 

A few retailers reported that busi- 
ness perked up slightiy, but in general 
it droned along at a languishing pace 
waiting for “that upturn” in. the com- 
ing weeks of September. The big 
volume of retail shoe sales for the past 
month is chiefly accounted for by the 
marked response of the public to bar- 
gain offerings. 

Fall and winter lines now are claim- 
ing the attention of buyers, with pur- 
chases being made in moderate quan- 
tities. The new fall styles are proving 
a decided aid in moving merchandise. 

“With a new season in business 
drawing near,” Dun’s review says, “the 
main attention now converges on the 
probable degree to which the change 
will prove stimulating. That some im- 
petus will be given to trade as strictly 
summer restrictions are removed is a 
logical conclusion, but exceptional con- 
ditions prevail this year and make for 
conservative expectations.” 

The beginning of the school season 
now offers Chicago merchants the 
awaited opportunity to push children’s 
footwear, and most establishments are 
taking full advantage of it. 

Department store shoe sections and 
large retailers are offering these shoes 
for the youngsters in every conceivable 
new fall style. The resulting sales are 
helping wonderfully to boost total sales 
volumes for the year, which to date, 








Increases Reported for 
August 


New York—Although the re- 
tail shoe trade is still finding 
business very slow, some cheerful 
reports are being received and 
the feeling is becoming quite gen- 
eral that the worst of the depres- 
sion was seen in June and July. 
Many stores found July very dis- 
appointing in spite of the extra 
efforts put forth in the offering 
of attractive sale prices; but Au- 
gust, usually a dull month, proved 
much more satisfactory, in com- 
parison with August a year ago. 

One group of stores, operating 
units in ten Eastern cities, has 
just come out with the very pleas- 
ing announcement that for the 
first time since the early part of 
the year, every one of their 
stores is showing a substantial 
gain—as high as 35 per cent in- 
crease in pairs and 25 per cent 
increase in profits. This is the 
news the shoe world is waiting to 
hear. 

It is understood that the Phila- 
delphia store in this group is 
showing the way, with Detroit 
next and with New York showing 
the smallest gain of the lot, a 15 
per cent increase. 
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while better than expected were still 
low enough to cause some worry re- 
garding final profit. 

The salon of Wolock & Bauer is 
showing a new and extremely smart 
Pepper Cloth oxford with glove calf tip 
and foxing. A bag to match goes with 
it. The costume bootery of O’Connor 
& Goldberg is presenting O-G Mexi- 
cana Ties with a new and different 
“Thumb Vamp.” Shadow raisin calf 
(almost black), shadow green calf (al- 
most black), and shadow black faille 
silk are some of their other new in- 
novations. Marshall Field shows a 
petite oxford in lizard and mat kid, 
with the lizard applied in smart ir- 
regular scallops on foxing, lace stay 
and tip. Another perky model is a 
semi-formal afternoon shoe, an im- 
portant type for fall. It is of black 
crepe trimmed with gunmetal and 
silver kid, or of brown crepe with 
brown silk kid tip and piping. 

It now appears to be general senti- 
ment among shoe men that any wide- 
spread effects of the recent drought 
have been exaggerated—at least in 
most sections of the central west. The 
cautious hand to mouth buying of re- 
tail merchants in past weeks is being 
attributed more to the depression. 

The feeling appears universal in 
this district, however, that better 
times are coming. This optimism is 
primarily based on the fact that mer- 
chants must restock their depleted shoe 
shelves as a matter of necessity. Ad- 
vices from salesmen in the several ter- 
ritories further reinforce these hopes. 


New Walk-Over Store for 
San Antonio 


San ANTONIO, TEx. (UTPS)—The 
Walk-Over Shoe Company, this city, 
has just concluded a ten-year lease con- 
tract with the Gunter Hotel for one 
of the recently completed Houston 
Street store rooms. The annual rental 
is approximately $15,000, and the man- 
agement of Walk-Over says that upon 
completion of their improvements in 
the way of fixtures and equipment, 
which will revresent an investment of 
upwards of $8,000, they will have one 
of the finest shoe stores in the South. 

The new location is only about one- 
half block from the present Walk-Over 
store, in which the firm has been for 
the past fourteen years. H. L. Spinks 
is manager of the local store. 








Maintain Prices, Increase 
Values 


LOUISVILLE (UTPS)—Byck Brothers 
are meeting the lower wholesale price 
of shoes by giving their customers in- 
creased quality instead of lowering 
prices. They still maintain their ac- 
customed prices of $10.50 and $8.50 for 
shoes, but give the customer the bene- 
fit of the difference in quality. 

In* spite of the general depression 
in the retail shoe business, conditions 
have been good in this store, so that 
they have neither dropped a single em- 
ployee nor reduced a salary. 





Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, Sept. 6, 1930 


























Role Was 




















But when Byrd reached it—1!_ was nowel 


When Satin Mat Shoes add a touch of white, to key with the . 


black-and-white clothes of winter—it’s news! 


When brown shoes go dark and subtle, and reflect the plum 


undertone of the newest costume browns*— it’s news! 


* >) 
Se, / 
Des, we mean ( aoba, 2 7 


The News Crstle at ler C,., Ere. 


champles by request to 7! 17062 - 100 Gold Atreet, New York 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 











ABBOTT SHOE CO. 
NO. READING, MASS. 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Ime. 
Factory and m 
0-46 West 25th St. New York City 








MEN’S FINE 
HAND TURNED 
SLIPPERS 
Manufactured 


Beaten Office: Reom 501, Statler Bidg. 











IN-STOCK Women’s D’Orsay 
Slipp 


and Prices 
Pullman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bldg. 


SWAN SHOE CO., INC. 
Manufacturers 
Mew VYerk Office—Room 551, 





An Absolute Fact 


60e. to $1.65 
per ver 
HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers on the market in the popu- 
lar price class. 


Catalog on Request 


VINCENT 


HORWITZ CO., Ine. 
64-76 West 23rd St. New Y: 


ork City 

















Reduces Shoe Prices 











VOICE OF THE PEOPLE 
is the 
VOICE of DESTINY 


Rewaraily, moc» hail experiences i ter the menchant to 





~~ 


om shows, healory, egy sc te everything see 





et b L Me 6 etre he remo + i's ir 

‘Ties far A BEer to mae © pra Snather bw 2 ermation of 

ientee ee, 

Lad by 2 matali pereeninge— enon « dangers 

er ened Prrcemeege, were oe mat compra sat, no 

Cee Ne em Renters ee od nate commen, cr sage snd facarien will bo 
Bet mend, beth — 








Min oe 

Shope a tue bower prions sre harmed: we expect graces 
Pate cm rnatom rapes « melt am large serves, 
= rahe, and 8 eupeet « warmer geed-will chan owen. 





Fm agin weet, mis we 
ee ee] 
be ernment — 4 my meee ts mt ee 
(We wilhont be ahem e wenching the srwaits ofthis expert. 
mont whch wi be, we beiewe, an crmmemnie example 
of stemate strentage te Americas entry. 

‘The watee af the prope io pomertul he demas west he 
Seed bene ade reperes het the larnerang 
mevcheet bear this voter atrartoety, 


ee 








Pu 


New York—In a full-page advertise- 
ment which appeared in newspapers of 
New York, Chicago and other cities, I. 
Miller & Sons recently announced a 
new price policy for their retail stores. 
Under the caption, “The Voice of the 
People Is the Voice of Destiny,” the 
advertisement said: 

“‘Lower Prices Lower Prices!’ That 
is what the merchant hears. ‘Lower 
prices!’ That is what he knows condi- 
tions require. 

“But how—if one has a quarter- 
century record of qtality? 

“Not for I. Miller to destroy the re- 
sult of a lifetime’s effort. Not for I. 
Miller to use a poor leather in a crea- 
tion of loveliness. Then what to do— 
to answer the cry for lower prices? 

“Bold was the solution that presented 
Widespread would be the com- 
ment. Bankers as well as housewives 
would watch with excitement. Bold, 
indeed, but—with a good-will such as 
has been bestowed upon I. Miller—the 
plan might work, might win. 

“If ‘overhead’ could be decreased— 
if volume could be increased—if many 
more shoes could be made in the same 
factories or sold in the same stores 
without increased rent or light or power 
or those many other inelastic expenses 
that raise costs . . . if, said I. Miller, 
this could be done, then with the same 
quality prices could come down! 

“Naturally, such a bold experiment 
is for the merchant to make—counting 
on a just clientele to respond. 

“So, I. Miller makes the most im- 
portant announcement of his career: 


itself. 


“In shoes, hosiery, bags and in 
everything else in the I. Miller Shops, 
prices have been lowered by a mate- 
rial percentage—even a dangerous 
percentage, were we not confident 
that, in a single season, our shops 
and factories will be half again as 
busy as they are. 


“With this radical step we expect 
astonished glances in the Shops as the 
lower prices are learned; we expect 
general public commendation; we expect 
a swift and large increase in volume; 
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Fall Shoes Selling in 
Indianapolis 


INDIANAPOLIS, IND. (UTPS)—Cool 
autumn-like weather has _ brought 
about a demand for fall footwear. 
Black occupies the place of honor and 
is being shown in all downtown win- 
dows. Both men and women seem to 
have grown tired of color and mer- 
chants look for black to predominate 
in footwear. 

Ties dre popular in women’s shoes, 
in black with reptile trim. Rajah liz- 
ards in black and white, and coffee 
lizards are being featured. Reptile 
shoes are gaining ground, and the more 
mannish types for women are favored. 
Some of the leading shoe merchants 
predict a comeback for patent leathers. 

Men’s shoes are black with some of 
the darker shades of tan running close. 
Hard heels and narrow toes are favored, 
but the college boys prefer the broad 
broguish types with wing tips and 
higher heels. Business conditions are 
showing some improvement, stim- 
ulated by the cool weather which is 
slightly below normal for this time of 
the year. 


Delman Opens Four Agencies 


NEw YorkK—Delman, Inc. has just 
announced the opening of four new 
agencies for the handling of its foot- 
wear: The Blackstone Shop, Michigan 
Avenue, Chicago; Loveman’s, Nash- 
ville, Tenn.; The Smith Kasson Co., 
Cincinnati, Ohio; The C. C. Wyman 
Co., Columbus, Ohio. 

Irving Sachs will manage The Black- 
stone Shop, and W. Warner, formerly 
the manager of the Delman, New York, 
shop, will have charge of Delman’s* 
Washington, D. C., shop. 

It was also announced that Murray 
Rolfe, formerly the manager of the 
shoe department at Bonwit Teller & 
Co., Philadelphia, will be the manager 
of the local store at 558 Madison Ave- 
nue, New York. 


“Center-Tuck”’ Cuban Heels 


Boston.—In the Middle West, es- 
pecially in Ohio, the center-grooved Cu- 
ban heel is being very well received by 
manufacturers of women’s shoes. 

This is an ordinary Cuban wood heel 
with a groove or slot cut into the cen- 
ter of the breast of the block—and into 
this groove or slot the heel cover is 
tucked instead of being carried across 
the breast and being lapped with a fold 
at the center, thus doing away with 
the often irregular and more or less 
unsightly lap joint. 

The outstanding advantages are the 
trimness of appearance in the finished 
product, and the elimination of the 
somewhat unsatisfactory process of 
lapping the cover in the counter. 








and we expect a warmer good-will than 

ever. : 

“We will not be alone in watching 

the results of this experiment which 

will be, we believe, an economic exam- 
le of ultimate advantage to American 
industry. 

“The voice of the people is powerful. 
Its demands must be met. Sound busi- 
ness alone requires that the far-seeing 
merchant listen to this voice . . at- 
tentively.” 
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ay’, 
that IS 


comfortable! ; 


When shoes are equipped with Armstrong's Cork Box Toes and Counters, 
they “give” with every foot movement. 


Whereupon another customer was sold 
on Armstrong-equipped shoes... 


USTOMERS feel the difference 
C the minute they try on a pair of 
cork-comforted shoes. There’s “‘give”’ 
at heel and toe when shoes have Arm- 
strong’s Cork Box Toes and Counters. 
They do not have to be “broken-in.” 
Every foot movement meets with 
friendly resiliency. Yet style lines stay 
trim because the shoes always come 
back to shape. From first step to last 
they are comfortably stylish. 

When there is extra comfort and 
extra style, there is extra popularity, 
too! Armstrong-equipped shoes sell 
faster. When you sell a pair you win a 
permanent customer. These customers 
tell friends about cork-comforted shoes 





—and soon, new business and repeat 
sales are increasing your profits. 

Find out for yourself how comfort- 
able and profitable Armstrong- 
equipped shoes really are. Next time 
you place an order, specify Arm- 
strong’s Cork Box Toes and Counters. 
Wear a pair yourself and tell your 
customers about their merits; built-in 
comfort, c rk-weight lightness, and 
permanent shapeliness. 

Many leading manufacturers use 
Armstrong’s Cork Box Toes and 
Counters. We will gladly send you a 
list of their names. Armstrong Cork 
Company, Shoe Products Section, 
Lancaster, Pennsylvania. 








Branch Offices 
at 


Your Service 


Boston, Mass... .......197 South St. 
Muwauxer, Wis.. .811 Majestic Bldg. 
Cincmmnati, On10 1017 Broadway 
Sr. Lous, Mo........2048. Third St. 
Toronto $22 King St., West 


Monrrear 1001 McGill Bidg. 





Armstrong’ 


Product 





ARMSTRONGS CORK 
BOX TOES aud COUNTERS 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Os B. EVANS SON CO., Wakefield, 00 
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WHERE TO BUY 
W ork Shoes 
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Goodwill Shoes 
For Hard Service and LongWear 
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WHERE TO BUY 


Shoe Fitting Devices 
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Insures Accurate Measurement of 
the Foot 


With this device even an amateur sales- 
man can determine the correct size in a 
jiffy. 


FOOT MEASU-RITE INC. 








Marbridge Bldg., 47 W. 34th St., N.Y. C. 




















Heralding a New Store 
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A full-page newspaper advertisement in which 
Streicher’s Shoe Store, San Diego, announced 
the opening of its new home on Fifth Avenue. 








New Orleans Shoe Man 
Killed in Accident 


NEw ORLEANS—Edward Henry Wild, 
43, of 9012 Last Street, died Aug. 24 
at Baptist Hospital of a fractured skull 
suffered when a car he was driving 
on the Old Spanish Trail near Pearl 
River went off the road and rolled 
down a 20-ft. embankment. He did 
not regain consciousness. 

Another passenger, August L. Hel- 
mecke, 1043 Carondelet Street, was 
reported at Charity Hospital to be suf- 
fering from a fracture of the left 
shoulder, bruises, brush burns and cuts. 

Mr. Wild was brought to Baptist 
Hospital in an ambulance following the 
accident and an emergency operation 
was performed in an effort to save 
his life. 

The two men, friends of long stand- 
ing, left the Wild home about 2 p. m. 
Saturday to spend the week-end on 
the Gulf Coast, neighbors said. 

Mr. Wild was a partner in the Cros- 
sett Shoe Shop, 148 Baronne Street. 
A native of New Orleans, he was the 
son of the late William Wild, at one 
time one of the leading shoe merchants 
in Magazine Street, and Louise Leid- 
ner. 

He was junior warden of Quitman 
Lodze No. 76, F. A.& A. M. Surviving 
are his widow, one sister, Mrs. Weber, 
who lives here, and two _ brothers, 
Robert E. Wild, Fort Worth, and Dr. 
William F. Wild, an employee of the 


United States Public Health Service, | 


stati6éned in Connecticut. 


New Salem Concern 


SALEM, Mass.—La Mode Shoe Manu- 
facturers, Inc., recently formed with 
Albert B. Goodhue as president and 
Donn D. Sargent as treasurer, is mak- | 
ing women’s novelty McKay ‘shoes at 
407 Bridge Street. 


78 


| 





Plan Chain of Andre 
Shoe Shops 


Kansas City, Mo. (UTPS)—A spec- 
tacular “make-way” sale in which the 
latest fall models in footwear or- 
dinarily priced up to $16 are being sold 
at Kline’s here for $7.95 precedes an 
event of national significance, accord- 
ing to A. F. Martin, buyer for Kline’s. 

The event, to take place Tuesday, 
Sept. 2, will be the opening of the first 
of a line of Andre Shoe Shops, which in 
the course of a few years’ time will be 
found in every city in the country. 

The Andre Shop will be located on 
the fourth floor of Kline’s in the place 
of the Fashion Boulevard shoe depart- 
ment now owned by Kline’s. It will 
carry only an exclusive line of shoes 
for all occasions at a single price— 
$10.50. 

“The opening of the shop is a direct 
result of a new demand created in the 
shoe business today. We believe it is 
the right’ thing to give the customer 
whatever he wants at one price, 
whether for sports, afternoon and eve- 
ning, and that is to be the object of 
Andre Shops,” Mr. Martin said. “It 
is true that shoe manufacturers cannot 
make different styles of shoes at the 
same price, but the public is demanding 
it, and it is our place to serve them.” 

Kansas City was chosen to be the 
first home of Andre Shops because, ac- 
cording to Mr. Martin, Kansas City 
women are discriminating and well 
dressed. They do not hesitate to pay 
for superior quality and up-to-the-min- 
ute fashions in footwear, Mr. Martin 
said, still they want to pay only one 
price for a shoe. 

The entire new fall stock of Kline’s 
is being placed on sale this week at 
ridiculously low prices in an effort to 
make room on the shelves for the new 
Andre creations that are coming in. 

“This sale precedes the coming of 
a startling event,” according to the ad- 
vertisement. “Every shoe, every model, 
every material has been so drastically 
reduced that in our judgment not a 
single, solitary pair will be left by 
Saturday night!” 

Mr. Martin, who is buyer for Kline’s, 
will be in charge of the new Andre 
Shop. 


‘Leather Show in Peabody 


Peaspopy, Mass.—A leather show, 
presented in City Hall as a part of 
Peabody’s celebration of the Massachu- 
setts tercentenary, brought forth a re- 
markable display of leather by these 
several concerns, all operating tanner- 
ies in Peabody: . Lawrence 
Leather Co., Hunt, Rankin Co., Griess- 
Pfleger Co., Essex Tanning Co., Carr 
Leather Co., Diamond-Grynkraut Co., 
L. B. Southwick Co., Wright & Wright, 


| Pearce Leather Corporation, Amdur- 
| Limon 


Co., Duffy & Son, Korn 
Leather Co., Chain Leather Co., Allied 
Kid Co. 

The R. & M. laboratories set up a 
chemist’s shop, to show the part of 


| chemistry in the leather trade. Samples 


of leather finishes and of leather work- 
ing machinery were shown. Each tan- 
ner presented specimens of shoes and 
other goods made from his leathers. 
Ernest: Woelfel, the embosser, ar- 
ranged the show. It was a public 
| affair, with the welcome sign out to one 
and all. So successful was it that it 
will probably be repeated next year. 
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WHERE TO BUY 
Ballet Slippers 





BLACK KID BALLET SLIPPERS 


Wom. Miss. Childs 
@00—(Top Grade) 1.45 1.40 1.45 
609— 1.80 1.25 1.20 
Coast Prices Slightly 


Brooks Shoe Mfg. Co. 


Philadelphia— 
Swanson and Ritner Sts. 
Los Angeles—1162 So. Hill St. 


IN 
STOCK 








Soft Toe Ballet Slip- 
© and all types of 
cing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 
catalog. 


333 WESTSZ'ST. 
NEW YORK.CITY 


Coast Representative: 
MR. A. F. WINSLOW 
venue 





























In Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 











RK ENDALL ,4,, * 


BALLET 





4 sideline of 


SLIPPERS 


Ordere filled day received 
SEND FOR CIRCULAR DEPT. C. 











4 KENDALL SHOE COMPANY 
MASS. 


HAVERHILL, * 








Shoe Store Offers Midget 
Auto as Prize 


San Francisco, Cal. (UTPS)— 
West coast shoe men face the fall 
with the best of optimism, many 
reporting that the very “feel” of 
business conditions and _ trade 
contacts presages marked im- 
provement. Some firms are secur- 
ing good results by injecting a 
bit of the sensational into their 
advertising. 

The Eighth Street Shoe Store, 
Eighth and Market Streets, is 
first with the idea of offering one 
of the new Austin cars as a 
“prize”—giving tickets with 
every purchase from a pair of 
shoe laces up. The midget car is 
placed right in the entrance of 
the store and the public interest 
is marked and continuous, even 
though the store is little known 
and a bit out of the downtown 
Market Street shopping district. 











Lively Program for New York 
State Meeting 


RocHEsTeR, N. Y. — Arrangements 
have been completed for the twelfth 
annual convention of the New York 
State Shoe Retailers’ Association, to 
be held at the Hotel Seneca, Rochester, 
Monday and Tuesday, Sept. 8 and 9. 

There will be a meeting of the board 
of directors, of which John Slater, of 
New York, is chairman, at 7.30 o’clock 
Sunday evening, Sept. 7th. The con- 
vention will be held in the grand ball 
room of the hotel on the second floor, 
and every room on that floor has been 
reserved for exhibitors of shoes, leather, 
etc. The association is charging no 
fee to exhibit. 

The convention will open at 10 a. m. 
Monday with an address of welcome 
to Rochester by William Pidgeon, presi- 
dent of the Rochester Association, and 
past president of the State body. Re- 
sponse will be made by President 
Ernest N. Park of Syracuse, and John 
Slater, of New York. Dr. Charles J. 
Otis of Rochester, will lead a discussion 
on shoe fitting, sponsoring rigid arches, 
while Dr. L. A. Whitney, also of Roch- 
ester, will uphold flexible arch shoes. 
There will be a general discussion. 

Mr. Pidgeon will discuss the relations 
of chain stores vs. the independent 
dealer, his topic being: “Is the Inde- 
pendent Merchant Going to the Bow 
Wows?” In the afternoon there will 
be a discussion on style. Miss Rhea 
Nichols, stylist of the Allied Kid Co., 
New York, and Miss Mary Delmarle, of 
C. D. Brown & Co., tanners, of Roch- 
ester, will present this subject. Dan 
Hickey of the American Leather Pro- 
ducers, Inc., of New York, will tell 
“The Story of Leather,” assisted by 
a film picture showing all the principal 
processes, 

On Monday night there will be held 
the annual “roastfest” dinner, which 
will also have a serious side. Mott B. 
Hughey, ex-president of Watkins Glen, 
will be toastmaster. Hon. Meyer 
Jacobstein, former member of Con- 
gress, will speak on “Business and 
Finance.” 
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Men’s Shoe Sales Increase in 
Des Moines Store 


Dss Moines, Iowa (UTPS)—Ap- 
proximately a 50 per cent increase in 
the sale of men’s shoes has been the 
record of the shoe department at the 
Utica the past season, according to C. 
H. Conner, manager. Mr. Conner is 
also president of the Des Moines Retail 
Shoe Dealers’ Association. 

A new line of high grade men’s shoes 
was added in the spring, and the store 
has consistently pushed this brand 
throughout the season, using both 
newspaper and radio advertising con- 
sistently. Direct mail advertising 
pointing out the advantages of using 
higher grade shoes, and this brand in 
particular, was also used. 

The department at the Utica has been 
remodeled and enlarged space given to 
men’s shoes on the first floor, which 
was an added factor in keeping up the 
business. 

“Sales in this line have held up par- 
ticularly well during the summer,” de- 
clared Mr. Conner. “In fact, the gen- 
eral prospects for the shoe business 
right now and for the coming month 
are extremely good in this section, de- 
spite the much-talked-about general 
business depression.” 

In women’s shoes the present sales 
average about 65 per cent black kid 
and 35 per cent browns and high col- 
ors, in Mr. Conner’s experience. The 
continued popularity of black has been 
noted with surprise by local shoe deal- 
ers in general, and several have com- 
mented on the fact that black is lead- 
ing brown in early demand. Black 
patent in the staple types have shown 
some strength. Suede is now on the 
market and is being called for much 
earlier than in previous years. 


Maurice Miller on West Coast 
Trip 

SAN FRANCISCO, CAL. (UTPS)— 
Maurice Miller, vice-president and 
treasurer of I. Miller & Sons, New 
York, is in San Francisco and will 
cover the west coast in order to study 
business conditions in general and the 
interests of his firm in particular. Mr. 
Miller says that I. Miller & Sons have 
met the public’s challenge of this new 
economic era—the challenge for lower 
prices—and yet have maintained the 
quality of their merchandise by econ- 
omizing through elimination of waste 
—typically a “Henry Ford theory.” 

Mr. Miller is firmly of the conviction 
that the worst is over and that business 
conditions are now on the upgrade. 
He thinks this is particularly true of 
the west coast. Reports from the 300 
I. Miller stores and departments 
throughout the principal cities of the 
country confirm this opinion, he says. 
It is nine years since Miller visited 
San Francisco and environs. 


U. S. Leather Elects New 
Vice-Presidents 


New York—At the regular monthly 
meeting of.the board of directors held 
Aug. 26,'E.H. Amory, E. G. G. Brooker 
and Roland H. Zinn were elected vice- 
presidents of the company. 
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~ Preferred by the Iraveler 


% 


Celastic appeals to the traveler, 
a careful buyer of footwear, 
because — 


It keeps the toe of the shoe shapely and 
good looking even after it has grown old. 


It provides foot comfort during hours of 
leisure or activity because of freedom 
from ridges, and loose, wrinkled linings. 

It’s an all-weather toe — it will not ab- 
sorb water or get out of shape through 
climatic conditions. 


You give customers greater footwear 
satisfaction when you equip your shoes 


with Celastic— The Quality Box Toe. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Ballet Slippers 
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Rights and Lefts 
Two Grades 




















Wos. Miss. Ohi. 

$1.50 $1.45 $1.40 

1.85 1.80 1.25 
In Stock 






























325 West Monroe Chicago, Il. 
Soft Toe 
Turn 
lack K 
Black Kid 
Lefts and Rights Expertly Designed 
Wemen’s Chien . 
i] 
eg PR A 9 
4. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chieage 





WHERE TO BUY 





Bankbook Betrays Thief 
Indianapolis, Ind—A __bank- 


book dropped during a holdup at 
the Hanover shoe store here by 
a monied, but careless burglar, 
resulted in his capture. As a 
salesman was waiting on him, he 
brandished a revolver and de- 
manded the store’s money. At 
the rear of the store, he tied up 
two salesmen with picture wire 
and had only completed this job 
when a woman and two children 
entered. This so flustered the 
bandit that he walked from the 
store and was lost in the crowd. ‘ 
Police investigation revealed 
the bankbook and it was only a 
matter of hours until the bandit 
was in custody and identified by 
the salesmen. He made a com- 
plete confession to the police. 
He told the police that as they 
arrived at his home he had just 
discovered the missing book and 
was preparing to leave the city. 
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Dancing Sandals 
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DANCING SANDALS 
(ALSO_USED IN GYM 
CLASSES 


) 
Ne. 188.—Made in pearl, tan 
fack Also made 










































BROOKS SHOE MFG. CO. 
Swanson Sts., Philadelphia, Pa. 
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WHERE TO BUY 
Children’s Slippers 
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Approved by Medical Men 


a fully ventilated - 
the Burkley Ven- 

lated Foot Developer 
is unexcelled. Well 
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Burkley Shoe Co. 
1156 No. Main St, 
Brockton, Mass. 































“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
“* TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
“3 “CREATED ONLY BY 
SSHAFT-PIERCE SHOE CO. 


~F. AULT, MINN. 
“SPECIALISTS SINCE 1892 















Pogue to Have Three New 
Departments 


CINCINNATI, OHIO (UTPS)—Three 
new shoe departments will be added 
by the H. S. Pogue Co., Cincinnati 
about Oct. 1, when the store will be’én- 
larged by about one-third its present 
size; walls having been broken through 
to make connections with the new Star- 
rett Building, Fifth and Race Streets, 
adding nine additional floors. 

A popular priced shoe department 
will be opened in connection with a 
basement department, the buyer being 
Henry Memvher, former buyer of Roll- 
man’s, Cincinnati, with shoes at $7. 
A shoe section will be opened on the 
third floor in connection with the ready- 
to-wear dress section, running shoes 
priced $8.50 to $10. This department 
promises many new details and a care- 
fully planned setting. 

At the same time a new junior shoe 
department will open on the first floor 
in connection with their present shoe 
department. the junior and third floor 
sections being under the direction of 
their present manager, Mr. Rasmussen. 
With their new expansion the com- 
pany expects to do considerably over a 
million dollars worth of shoe business 
this coming year. 


Saks-5th Avenue Has Success- 
ful Sale of Shoes 


NEw YorK—Ten thousand pairs of 
shoes, including exclusive fall models 
priced to sell at from $15.50 to $22.50, 
were put on sale at Saks-5th Avenue 
shoe department recently and after 
three days it was announced that less 
than 5000 pairs were left. 

All shoes in the lot were marked 
$9.85. and extra sales people were 
called upon to take care of the enor- 
mous crowds who were anxious to take 
advantage of the reduction. 

Models for sports, street and dress 
wear were included, with brown suede, 
bronze kidskin, mat kid, colored suedes, 
patent leather, reptile, and shoes using 
combinations of two leathers the most 























Reptiles Look Promising 
in Birmingham 
BIRMINGHAM, ALA. (UTPS)—Local 
merchants again this fall are expect- 
ing a big season in reptiles. Last fal! 
the demand for skins was very good, 
and this fall the dealers see another 
good season. Many of the larger stores, 
as well as the smaller ones, have bought 
up snakeskins and a few lizards, and 
are planning to feature them very 
strongly. 

S. B. Levey, manager of the women’s 
department at the Guarantee Shoe 
Company, is planning for a bigseason 
with snakeskin combinations in popular 
prices. Incidentally, this store has 
added a new price department in wom- 
en’s shoes. This fall a shoe selling at 
$6.60 will be had. The purpose in add- 
ing this new department is to attract 
customers who cannot pay higher 
prices. 

While the cheaper grade will be fea- 
tured, the store is also planning to fea- 
ture a still higher price for the better 
grade of shoes. Shoes selling at $16 
and $17 will be sold this year. 

Snakeskins are being displayed for 
as low as $12. These are solid skins. 
In styles other than snakeskins there 
will be a demand for bronze kids, 
browns, blacks in pumps and straps. 
Blacks and browns always lead in Bir- 
mingham in the fall, with blacks go- 
ing just a little bit the stronger. 

A few of the popular price stores 

are displaying a few colors, but they 
are mostly dark greens and dark blues. 
The prospects for a color season this 
fall are not so good. 
O. L. Tidwell, manager of the Nisley 
store, is one of several managers who 
believes firmly in blacks and browns 
for fall. It is better to feature these 
two colors and play safe, he says. 





Drought Shows No Effect on 
Hide Market 


New YorK—Indications of an in- 
crease in the present supply of hides 
caused by forced marketing of cattle 
for slaughter due to the drought has 
not as yet evidenced itself, according 
to figures compiled by the New York 
Hide Exchange. The cattle receipts at 
twelve principal domestic markets for 
the period of four weeks ending Aug. 
16 was practically the same as the pre- 
ceding four weeks, and 15.1 per cent 
lower than the corresponding four 
weeks last year. 

Little change is shown in the total 
receipts for this year at these markets 
up to Aug. 16, compared with the same 
period last year, total receipts this year 
being 5,772,489 against 5,860,317 last 
year. 





Complete Improvements 


BALTIMORE, MD.—Two Baltimore shoe 
stores, both branches of chain shoe store 
organizations, have completed extensive 
remodeling and improvements, includ- 
ing modernistic store fronts featuring 
high ceiling entrances. They are the 
Wise Shoe Store, 24 West Lexington 
Street, and Forsythe’s, 212 West Lex- 
ington Street. The improvements are 
in keeping with the local trend of mak- 
ing exclusive shoe stores places of 





popular. 
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beauty as well as places where foot- 
wear can be bought. 
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Patent Leather 
One Strap 
Matt. Kid Applique 
14/8 Wood Heel 


“MADE IN PHILA. BY MASTER CRAFTSMEN” 


Combination Last 
AA to E 








54 No. 4th St., Phila., Pa. 
Send for Catalog 


Cc. S. GIBBON CO., Inc. 


lh 








The New York Hotel 
FOR SHOE MEN 


The New Hotel 
PLYMOUTH 


49th Street, just East of Broadway, N. Y. 
Room, private bath, $2.50 daily 


Circulating Ice Water and Radio 


Single $2.50 $3.00 $3.50 
Double 3.00 3.50 4.00 


H. G. Yurdin, Manager 








_———— 














Attractive 
Price Tickets 


Actual size, Light 
Blue, black 
figures — 32 dif- 
ferent prices— 
$1.50 to $16.50 
25c per dozen 
6 doz.— $1.25 
12 doz.—$2.25 


24 doz.— $4.00 


Check with Order, 


Please 





MERCHANTS’ SERVICE DEPT. 


189 W. Madison St. Chicago, Ill. 























One of the greatest essen- 
tials of success in any busi- 
ness is to know the terms of 
the trade—to be able to speak 
in terms that convey your 
meaning without question. 
Too, you must know shoes as 
merchandise, shoes in _ rela- 
tion to the customer, their 
cut and purpose, the leathers 
that are used, the systems of 
marking, and the anatomy of 
the foot. 


All these things are explained 
fully in the eighty-three 
pages of TIIE SHOE anid 
LEATHER LEXICON. This 
remarkable book was written 
in easily understood language 
and illustrated wherever nec- 
essary to better convey the 
essential idea, so that you 
could quickly acquire the fa- 
miliarity with shoes so ncces- 
sary in your everyday con- 
tacts with the trade. Don’t 
miss the opportunity to in- 
crease your knowledge and 
your earning capacity. 


And you won’t have to miss 
any lunches to get the Knowl- 


A Liberal Education in 
SHOES and LEATHER 
for the price of 
a lunch 








edge of Shoes. and Leather 
that you need té make your 
sales increase and your salary 
sweeter. This wonderful lit- 
tle book 


The Shoe and Leather 


Lexicon 


now in its Sixth Revised Edi- 
tion has helped hundreds of 
shoe men to promotion and 
pay. Published in pocket 
form so that you-may carry it 
with you for spare time study, 
it will give you a full under- 
standing of the terms and 
processes of shoes from the 
raw leather to the customer’s 
foot. There are hundreds of 

. items of information that you 
can put to immediate use. A 
copy is yours on receipt of 
fifty cents currency, money 
order or stamps. Address 
your request to: 


BOOT AND SHOE 
RECORDER 


239 West 39th St. 
New York 
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PERFECTION @ 
CONSISTENTLY 
THE BEST 


Perfection Spats 
have been manu- 
factured for the 
past 40 years in 
all the prevailing 
colors: Pearl Gray, 
Fawn, Taupe, and 
Light Fawn. (Prices and samples on re- 
quest.) 


Perfection Overgaiter Co., Inc. 
e@ 107 College Street, Burlington, Vt. @ 
SOP PLAT TS 





To Retail at 
$1.45, $1.95, 
$2.50 





Sample orders of two dozen assorted from our stock 
will be shipped on ten days’ approval for comparison 
with any higher priced spat on the market. 
When ordering samples mention price range. 


GOLD SEAL, 722 B’way, N. Y. C. 








In Colors 


All 8e! 
10 dozen lots $7.50 
* also Better Grades 
Samples on Request 
STAR veorwens ure. 


50-54 No. 4th St., Philadelphia 




















Watch “Standard” Spats in 1930 
8. Rauh & Co., 650 Sixth Ave., New York 
————————— 


“The expenses on this second list are 
governed more by our general policy 
than by any decisions we might make 
from day to day,” Jim Bowman ex- 
plained. 

“I see you have adjustments on the 
second list,” Charley remarked. “We 
certainly ought to budget them so they 
won’t get too big.” 

“I think not,” said the older man 
thoughtfully. “Every adjustment must 
be made on its own merits. Nothing 
could be more foolish than for you to 
refuse to make a proper adjustment 
simply because your month’s appro- 
priation was used up. No sir, better 
not make any exact.limits there.” 

It might be explained that Bowman 
and Son handle adjustments strictly 
as an expense, the correct way. Ad- 
justments should not be deducted from 
the day’s sales. 

For instance, suppose a complaining 
customer has been made a two dollar 
allowance. An Adjustment Cash Ticket 
(Fig. 2) is made out and put in the 
drawer to account for the two dollar 
refund. If the adjustment was to be 
a credit on the customer’s account, it 
is entered exactly as though two dol- 
lars had been received from the cus- 
tomer. The Adjustment Ticket rep- 
resents cash. 
If the customer is allowed two dol- 
lars on a new pair and buys a ten dol- 
lar shoe, the sales ticket is made out 
for the full ten dollars. The Adjust- 
ment Ticket is accepted by the cashier 
as cash and charged as an expense. 
The duplicates of these Adjustment 
Tickets are filed alphabetically in what 
the Bowmans cal! cheir “Morgue.” Thus 
they have insuntaneous information 
on chronic complainers, with details of 
each transaction. 

Jim Bowman shoved a chair over 
toward his son. “Before you start on 
the ‘should be’s,’ Charley, sit down and 
let’s get a right viewpoint toward ex- 
penses. Always think of expenses as 
coming out of the profits rather than 
the sales.” 

“Yes, Dad, that makes it plain that 
the more we cut down expenses the 
more profit we make.” 


“With common sense reservations, 
yes. Expenses eat up profits. Right. 
Yet at the same time every item of 
expense contributes its bit toward mak- 
ing those profits. Therefore the acid 
test of any expense is whether or not 
it produces more projit than it con- 
sumes. There’s your budget yardstick. 


“Expenses are not something to be 
hated or neglected. They are the life 
blood of any store, the motive power 
that keeps it going. Choke the ex- 
penses, strangle the business. 


“It seems peculiar that whenever a 
merchant tackles the problem of ex- 
penses his only thought is of cutting 
them down. True, expenses are usually 
too high. It is equally true that some 
of them may be so low they produce 
less than they consume. 


“An expense budget is an effort to 
locate the exact amount just between 
‘too much’ and ‘too little’ for each divi- 


Budgeting Expenses 


[CONTINUED FROM PAGE 47] 


cult problems like this that brains were 
invented.” 

Charley shook his head. “The desira- 
bility of raising expenses is rather odd, 
isn’t it?” 

“Raising results, that’s what we’re 
after. For instance, it’s very easy to 
say, ‘These window fixtures were good 
enough for us last year, so they’re 
good enough this year.’ But window 
fixtures age day by day. They are an 
asset while new, then they gradually 
become a liability. An expense budget 
should plan ahead so we will not neg- 
lect to replace them the minute they 
cease to be an asset. Good window fix- 
tures produce more profit than they 
consume; worn out fixtures do the op- 
posite. 

“The same with salesmen. Many a 
store’s selling expense is too high be- 
cause they pay their salesmen too little. 
Nothing is more expensive than cheap 


help. 

“And don’t take percentages too se- 
riously. They are meant only for com- 
parisons. A saving of 80 per cent on 
lead pencils won’t put as much in your 
pocket as cutting one per cent off the 
delivery costs. We pay bills with dol- 
lars, not percentages. 

“On advertising it’s important that 
we spend enough, using the budget to 
time it and distribute it properly. 
Which is comparatively easy. If we 
plan to spend 3% per cent as a whole, 
then each department should spend 
each month about 3% per cent of its 
sales for that particular month. Just 
plain arithmetic. 

“That miscellaneous item is a fooler. 
The more you can split it up into def- 
inite classifications, the more likely you 
are to locate the unnecessary leaks. 

“Expenses are the weeds of mer- 

chandising. If you don’t keep after 
them constantly they’ll soon choke your 
garden. The bigger they grow the 
harder they are to cut. 
“So there you are, Charley. Start 
with last October’s expense account, 
making every item iustify its existence 
before you put it down on this Octo- 
ber’s budget. It’s a man’s size job— 
with man’s size results.” 


Two Sample Sizes 


Boston, Mass.—“Bill” Bresnahan, of 
the Bresnahan Shoe Co., is using two 
sample sizes now, one the No. 4 B, the 
traditional model size, and the other 
the No. 7 B, the new model size. This 
latter sample also recognizes the report 
that the feet of the rising generation 
are larger. 

It seems that a shoe in a No. 4 B 
size may look as perfect as a sample 
size can be. But that same shoe, made 
in a No. 7 B may look different, because 
the larger measurements may distort 
some of the lines, so Bresnahan makes 
bothsample sizes, and, of course, makes. 
sure that each is correct before offer- 
ing it to buyers. 

The Bresnahan factory accepted and 
put into action 27 new patterns during 
August, which, in a general way, fig- 





sion of the expense account. Don’t look 









so bewildered, Charley. It’s for diffi- 
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WHERE TO BUY 
Spats 
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BOND STREET 
Apuats 





THE WILLIAMS MFG. COMPANY, 
Portsmouth, Ohie, U. &. A. 
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GREATEST SPAT LINE 
OF THE INDUSTRY 


MPERIA SPAT MEG 





a le i ei ei i 


WHERE TO BUY 
Pullman Slippers 


el el i i i i i te el 





PULLMAN SLIPPERS 


Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 
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WHERE TO BUY 
Dancing Shoes and Taps 


a le li li el eh li ain 


‘eolN STOCKecce 


TAP DANCING SHOES 


Patent and Vici, 11/2 and 
22/8 Leather ti-ete 


Prepare for Big 
Tap Dancing 

Business 
This Fall. 



















The Norrtdgewock Shoe Co., Inc. 
NORRIOGEWOCK, MAINE 





Incidentally I might mention here that 
we employ four shoe salesmen, a ho- 
siery saleslady and a _ cashier-book- 
keeper. 

I am convinced that the small-town 
shoe merchant should give as much at- 
tention to his display windows as the 
city dealer does. More so, in fact, be- 
cause he has to overstate, through his 
displays, the quality, style and extent 
of his merchandise. We are not content 
to adopt a permanent background for 
our displays, or adopt new backgrounds 
three or four times each year. We 
strive for unusual displays at all times, 
and these call for unusual decorative 
materials. In this connection we seek 
to make our merchandise displays 
slightly more than seasonable and try 
to hook up merchandising with what is 
interesting the people of the community 
at the time. For example: 

Among the activities of the summer 
season in Boulder are hiking, motoring 
and picknicking in the mountains. 
These sports are enjoyed not only by 
the permanent inhabitants of the com- 
munity, but also by the summer visi- 
tors, of whom we have thousands. One 
of our windows is, at present, devoted 
to displays of hiking footwear and ho- 
siery. The background is rustic, con- 
taining logs and rocks and ferns, indi- 
cated as growing out of the rocks. 
It is so unusual and artistic that it 
demands attention and really prevents 
many of the visitors from going to 
Denver to buy such goods. The other 
window is trimmed with party and eve- 
ning footwear, since we have many 
social activities in this small town. 

Our hosiery department is growing 
by leaps and bounds, and one of the 
reasons is that we have placed it where 
it is convenient for women to rush in 








Lawrence J. Wynes Dies 
in Moline 


MOLINE, ILL.—Lawrence J. Wynes, 
49 years old, a shoe dealer in Moline 
for more than fifteen years, died Aug. 
19 at his home here. He had been ill 
several weeks. 

Mr. Wynes was born Oct. 21, 1880, in 
Geneseo and moved to Rock Island with 
his parents when he was a child. He 
later moved with his parents to Daven- 
port where he received his education. 
In 1910 Mr. Wynes with his brother, 
Leo S. Wynes, of Rock Island, entered 
the shoe business at Moline. In 1924 
Lawrence J. Wynes went south and 
was in business in Kansas City and 
New Orleans and also in Galesburg be- 
fore returning to Moline a year ago 
when he took over the management of 
the Wynes shoe store, 407 Fifteenth 
Street, Moline. In 1914 he married 
Miss Verma Mae Walker. He was a 
member of the Moline Lodge of Moose. 

Surviving are the widow; a son, 
Richard and a daughter, Dorothy, all 
of Moline; a sister, Mrs. J. J. Wymer, 
Chicago; his step-mother, Mrs. J. J. 
Wynes, New Orleans, and three broth- 
ers, Leo Wynes of Rock Island, 
George A. Wynes of Minneapolis and 


Why Customers Leave Home 


[CONTINUED FROM PAGE 48] 


and buy new hose without having to 
walk the length of the store. Also, be- 
cause we have divided the department 
into two sections, which flank the main 
aisle just inside the front door. On 
one side is our regular, complete line; 
on the other are our close-outs, which, 
while not so expensively displayed as 
the former, are sufficiently well exhib- 
ited to play up the quality, which is 
equal to the lines carried across the 
aisle. But the price is lower simply 
because they are of broken lines. We 
find that by putting the close-outs 
across the aisle from the complete 
lines we do not hamper the sale of the 
new merchandise and frequently make 
a second sale of a close-out after the 
customer has purchased from the new 
goods. 

Another good merchandising prac- 
tice we follow is that of running a 
narrow counter—less than 12 inches 
wide—down the center of the store and 
between the backs of the seats. Upon 
this we arrange a display of bedroom 
and house slippers. While the lady is 
waiting for the clerk to select shoes of 
her size from the stock, she may reach 
around and pick up a slipper and ex- 
amine it. This has helped the sale of 
this type of merchandise and the sell- 
ing cost on it is practically nil. 





Tanner Goes Abroad 


LYNN, Mass.—Carl Hoffman, of A. 
B. Hoffman & Son, tanners of kid, 
sailed last week for Europe. 





A Visitor From Paris 


LYNN, Mass.—James Gilliatt, of the 
Paris office of the United Shoe Ma- 
chinery Co., was here last week, visit- 
ing old friends. He was formerly with 
the Lynn office of the U. S. M. Co. 


el 


WHERE TO BUY 


Women’s Novelties 


eid 





TEMOY: Tan and brown, B8Y-11.......eceeeeeee $1.65 
BBB. ccccccccccccece 1.65 
LONTE: (Round Toe)—Tan and brows. oe 
Bll PMI 2. nc cccrecscccccccccesccescesess 
White and | we PTTTTTITIT TTT TTT 7 
NORMA: (Modified Toe)—White and patent.... 3.00 
Not less than 12 peir quantities 
In Stork. Subject to Prior Sale; Order Now. 


CHEKKO BRAIDED SANDALS yt ~y¥ ~ 
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Joseph A. Wynes of Dallas, Tex. 
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303 Fourth Ave. (at 23rd Street) New Yerk 




























jr SOILED 
COMFORT 


—IN A SWING HAMMOCK 
——ITS SPRINGS AND A 
—— NEST OF SOFT CUSHIONS 


























bi dyard dd 








What comfort, to stretch out in a swing hammock with 
plenty of cushions and a good book. Your body, glad 
of the yielding but certain support, relaxes. Your cus- 


tomers will find just such comfort, such relaxation in [a 


shoes with the CRAWFORD Shank. Explain its action. Shank is slotted and fitted around 

J 4 split rivet so that it will slide back 
Tell them about the flexible member that offers con- bit eelantnibtabids 
stant support to the foot in all walking positions, and is applied to and removed from 


the rigid member that helps to keep shoes in their orig- aadeaaae 


inal shape, snd makes the flexible member function 
properly. It means easier sales. 















Specify their inclusion by the full name, 








CRAWFORD SHANKS Shani To 
UNITED SHOE MACHINERY (ax 
CORPORATION 


BOSTON -:- MASSACHUSETTS 
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DO YOUR WINDOWS 


Many merchants, lacking special training in effective 
window trimming, depend upon mediocre window 
displays to create the urge in the window shopper 
to “come in and buy.” 


Not so the shoe merchants using the Recorder’s 
monthly window card display service and price 
tickets. 


Each month’s set of cards are colorful, artistic, with 


die-cut top, with hand-lettered selling messages, mak- 
ing it comparatively a simple matter to make the 
window trim fairly alive with your hearty invitation 
to come inside. 


Each month a different art design reflecting the 
“atmosphere” of that month. 


Recorder Show Cards double the value of your 
window displays! 


COMPLETE TEXT OF SEPTEMBER 
CARDS SENT ON REQUEST 


WOMEN’S: 

1. There’s SMARTNESS in these Afternoon Slippers. 
2. FOOT-LOOSE and FANCY-FREE—new pumps. 

3. The OXFORD TIE. 
4 
. 


Autumn Season Cards 
Now Ready 
(3 Colors—Red—Y ellow—Gold) 


* . BLACK and WHITE—the high style note for early 
on tangerine cardboard ae 


Autumn. 
- HAND BAGS—Smart New Details. 
COLLEGE DAYS—smart for campus wear. 
and inspect our 


New Shoes MEN’S: 


for Autumn 2 we S FALL tpg, trim tailored finish! 

“df 8. Ss 

SINGLE SHOW : ey Re yt 
CARDS each _. GENERAL: 


CORRECT FITTING. 
(Either with or without text) 


Come In : 


—7 x12 


. COME IN and 

. GOOD APPEARANCE depends 
. THE EYE back of you. 

. GET IN STEP with 
5. CORRECT FOOTWEAR for 


Check With Order 
Please 


Above illustrates one of the 

cards — dainty — colorful CHILDREN’S: 

—tapestry design cardboard, 16 parr, FOOTWEAR STYLES for Juveniles. 
tangarine color, fall leaves 


in gold, yellow, red; text in HOSIERY: 


black. 17. The new DULL WEAVE. 


c 6 50 


Select any subject opposite by number 





PROFIT CHARTS 


Sept. Price 
help the busy merchant to figure his Ticket 
mark-up accurately—per cent is 
shown on both selling and cost [| Fall leaf shape, 
prices. Stop | golden yellow, red 

_ guessing at | outline; size of 

. ee your profits. ticket to the right. 
PROFIT CHART When margin is 
CAST SS Fa eo cut away from leaf, 
a rn makes a beautiful 
effect in a window 


3-Color 





Attractive 
Hand-Lettered 
Price Ticket 











Actual size, bright 
red and black de- 
sign, dark blue 
figures—48 differ- 
ent prices. 





Celluloid 
cover— 
price card 
printed in 


red 6 doz.— $1.25 
12 doz.— $2.25 
24 doz.— $4.00 


Any assortment of 
prices wanted. 


(Check With 
Order, Please) 


trim. 





$1.00 to $16.50 
25c per dozen 
6 doz.— $0.85 
12 doz.— $1.50 
24 doz.— $2.50 


Single, 35c ea. 
Y, doz., $1.50 
1 doz., 2.70 














Check With 


Order, Piease Check With Order, Please 











Peeket size: 3 in. wide—S in. high 
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SAY, “COME IN’? 


Monthly Display Card Service includes:— 


ation 
“Store Window Bulletin,” supplies merchandising and display sug- 


" gestions each month. 
, e 


Special Cards, with wording as wanted. 


Exchange of Cards: Annual card service subscribers may exchange 
any cards received for others of the current month whose texts 
better cover their merchandising program. 


Price Tickets: Blank tickets matching the current month’s cards, 
supplied free; neat tickets with prices as wanted, but which do not 
match the show cards, also supplied annual card subscribers free; 
tickets with prices as wanted which match the cards are 50c per 
100 additional. 


Exclusive Franchise is given with annual card service to one mer- ia are arriving/ 


chant in an average size town, suburb or city shopping center. May we show you What 
is to be in Vogue this 

_—_ spring? vi 
Service 12 hand designed cards each month, each with different 
sales messages, die-cut tops, colorful, artistic, size 9 by 
No. 1 12 inches; with 100 blank price tickets to harmonize 
$5.00 with service cards each month (or with prices imprinted, 
selection of prices as wanted, 50c. per month addi- 
Monthly tional). Also 6 card holders with first month’s service. 


Service ii Service og, 
No. 2 — ‘ , No. 3 — ’ J Above shows our modernistic card holders, 
00 100 blank price tickets $3.00 50 blank price tickets gob with Uledk eis (Sasler femeen beso 
4$. 4 card holders 2 card holders between frame and plateau); enhance the 
Monthl Monthly beauty of your window cards—harmonize 
y with the finest of window display fixtures 


COUPON 


BOOT AND SHOE RECORDER, 
Republic Bldg., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages” card service No. for one year, 
consisting of cards, each month and 

art card holders, with the first month’s service, be- 
ginning with cards for Sept. for which we will 
pay $ per year, payable $ per month. 
For cash in advance full year’s service, 5% dis- 
count. 

(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each month’s 
card service delivered and agree to return card 
holders. ) 

We sell Men’s, Women’s Children’s shoes and 


hosiery. (Cross out lines not carried.) 


The Stand-up Ticket 
All Regular and Clearance Sale Prices 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment $1.10 
12 doz.—$2.00 
24 doz.—g3.50 
12 each of 6 prices 85c 
12 doz.—$1.50 
24 doz.—$2.50 
1 doz. of one price 15c 
Comes in either Orange or Olive Cash or stamps with 


Green Border—Black Figures 
(Actual Size) order 


Printed Price Tickets:— 


$ 





Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Iil. 
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THIS MAY BE 
YOUR OPPORTUNITY 














SALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 








Salesmen Wanted 


Well established manufacturer in 
South Shore District of women's cor- 
rective and growing girls’ welts, car- 
ried in stock AA to EEE to retail 
at $4.00 and $5.00, has opening in 
following territories. 


New York State 

Pennsylvania 

Maryland 

Virginia and West Virginia 
North and South Carolina 

Ohio 

Michigan 

Indiana 

Illinois 

Minn. and Wisconsin 

To responsible salesmen who have 
an established business in above ter- 
ritories we have unusual opportunity. 
Samples are now ready. In writing 


give complete details and references 
in first letter. 


Address B992, care Boot and Shoe 


Recorder, 140 Federal Street, Boston, 
Mass. 











SALESMAN wanted to sell on commiccion 
Cincinnati-made line of shoe: ittleway 
Process Nurse, Corrective, and Site" Shoes, 
wood pedis, to retail five and six dollars—Chi- 
aus Detroit, Cleveland, Pittsburgh, St. Paul. 
— B-975. care Boot & Shoe Recorder. 

. State St.. Chicago, Ill. 





EVEN PER CENT Commissions paid weekly 

to salesmen selling our in stock McKay 
Novelties, retailing at $5.00. Address B-982, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMEN wanted to carry a complete lin- 

spats and shoe o-nzments as a sideline 
Masolie Manufacturi Co., 4248 No. Craw- 
ford Ave.. Chicago, Ii. 





WANTED—Salesman to carry Tap Dance 

Shoes and Acrobatic Sandals as side line. 
Only experienced man calling on this line of 
trade need apply. HAVERHILL THEATRI- 
CAL SHOE CO., Haverh II, Mass. 


WANTED several live salesmen with experi- 

ence in New York State to carry a line of 
work shoes. Address B-995, care Boot & Shoe 
ee 239 West 39th Street, New York, 





Salesmen Wanted 


by large and nationally known St. Louis 
manufacturer and distributor of ladies in- 
stock novelty shoes priced to retail at 
$3.00, $4.00, $5.00 and $6.00. Several 
very desirable territories open, including 


Texas, Florida, Kentucky, Ten- 
nessee, Arkansas, North & South 
Carolina, Ohio, Washington & 
Oregon, Colorado, Utah & Wy- 
oming 
We require men who have had road 
selling experience and who are inter- 
ested in a permanent and profitable con- 
nection. When applying give age and 
experience. Address B-997, care 


Boot and Shoe Recorder, 239 W. 
- 39th St., New York, N. Y. 











ALESMEN WANTED—AII territories open. 

Must be experienced. Have a sales follow- 
ing to sell Women’s Novelty McKays. Retailing 
at five and sx dollars. Stock proposition— 
Straight commission. Send complete informa 
tion and references. Write today. ROGERS 
BROTHERS SHOE COMPANY, 59 Lincoln 
Street, Boston, Mass. 





IVE wire salesman wanted to sell popular 

priced line of women’s McKay novelty 
shoes in New York State. Salesman preferred 
living in vicinity of Albany. KEMPE & 
— 115 West Broadway, New York 
ity. 





OMMISSION MEN to carry short line of 

Leisure Hour Boudoir Slippers. High 
Grade Merchandise. The country’s greatest 
value to retail 98c. to $2.98. Write for Spe- 
cial Bonus plan. Address B-989, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 


WANTED TO PURCHASE 


AYING shoe store wanted, New York, New 

Jersey or Connect'cut. Address B-988, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








HAIN store shoe executive, sixteen years’ 
well-rounded experience, managing, buying, 


to styling, men’s and women’s 
better grade footwear. Prefers to locate in the 
South or West Coast, as assistant to chiei or 
other capacity. Address B-985, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 





SALESMAN traveling Virginia, North and 
South Carolina, Georgia, Florida, for one 
of the best known firms in the shoe industry. 
Considering a change. Fourteen years in the 
territory. Established accounts. Address B-933, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y 





EXPERIENCED Orthopedic Salesman, single, 
30 years of age, ten years selling and store 
managing exper ence. Best references. Address 
B-984, care Boot & Shoe Recorder, 239 West 
39th Street, New York, ; 





‘HOE MAN—Plenty experience, personality 

and best of references. Age 32, married 
Prefer West or Southwest. Consider any )0 
sition you have to offer. Address B-991, care 
Boot & Shoe < e 239 West 39th Street, 
New York, N. Y. 





XPERIENCED, Buyer and Manager or asst 

to buyer, men, women and children’s shoes 
East or Middle West Dept. store preferré 
Available Dec. or Jan. Ist. Address C-104 
care Boot & Shoe Recorder, 239 West 39t 
Street, New York, N. Y. 


FOR RENT 


BUILDING with up-to-date front. Old estab 
lished shoe store in best location in city of 
7000 with a large trade territory—radius 100 
miles. Excellent opportunity. Grover Marquis, 
Bemidji, Minn. 











TORE in So. Manchester, Conn., centrall, 

located, suitable for shoes. No close con 
petitors. H. GLASSER, 82 Westbourne Park 
way, Hartford, Conn. 





SHOE Department, 100% location for $1.95 

and $2.95 ladies’ shoes, possession within 
thirty days. If interested, correspond with 
MARGOLIES BROTHERS, Knoxville, Tenn 








SHOE DEPARTMENT WANTED 





HOE DEPT. WANTED in better grade 
ready-to-wear or millinery shop. Owner will 
eperate. Address B-996, care Boot & Shoe 


a pea 239 West 39th Street, New York, 
- 2 








be increased 
dress B-942, care Root & 


FOR SALE 


FOR SALE—Shoe department in live Cal 
ifornia city. Volume forty thousand. Car 
Owner cannot devote time. Ad- 

Shoe Recorder, 239 
New York, N. Y. 








West 39th Street, 











CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all yed advertisements. Mini- 
oum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
Ce Se © Sas tee Waele Rae Se Se Ser te aoa. ts eh cer Game Gach and ofl Os cen Ga 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Ginssified advertising is payable in advance. 
GF Advertisements for this page must be in our New York office on Priday of the week preceding publication. “WS 
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FOR SALE 


COMPLETE shoe store equipment, single-row 
shelving for 6000 pairs, show cases, mir- 
rors, ladders, light, window, and display fix- 
to etc. Act quick. WALK-OVER BOOT 
OP, Racine. Wis. 











FoR SALE — Retail Shoe Business. Good 
city in Southwest. Stock about twenty 
thousand dollars. Address C-103, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





WANTED TO PURCHASE 


BUSINESS OPPORTUNITY 








If you contemplate octies your 


entire or surplus com- 
municate with us. ih. at- 
tention given. 

KIRSCH-BLACHER CO., INC. 
624 Broadway New York 


Phone Spring 1443 











Beautiful Chairs for Your Shoe Store 
can be had for a limited time at 
Wonderful Low Prices. Fine deep 
ring Cushion and also Veneer 
Chairs. Write us for éxact Photo- 
graph and Prices. We also furnish 
Paste, Seats, Backs coverings for 


hai 
DEMEL SEATING COMPANY 
702-704 West 26th St., Chicago 











We will pay the best price for 
your surplus or entire stocks of shoes, 


general merchandise or department 
stores. Leases ansumed. 
Phone - Write - Cal 
All matters strictly confidential. 

I, SIMON CO. 


101 Reade St., New York Cy 
Phone Worth 5922 











LINE WANTED 





WANTED—A popular priced line (retail four 
to six dollars) of men’s dress welts for 
Chicago and vicinity. Have large following and 
can produce excellent results. Will furnish best 
references. Employed at present. Drawing ac- 
count. Have auto. Address B-993, care Boot 
& Shoe Recorder, 209 S. State Street, a 
Ill. r) 





IFTEEN YEARS’ experience South Eastern 

New York, large following. Genera! line 
preferred. Address B-994, care Boot & Shoe 
239 West 39th Street, New York, 
— 








STRONG SHOE SALES ORGANIZATION 
will cons:der proposition for the New York, 
New Jersey, Pennsylvania, Baltimore, Wash- 
ington, New England States, Ohio, Kentucky, 
West Virginia. Shoe or slipper line of merit 
and good possibilities. Address with full par- 
ticulars B-990, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





| hg WANTED — PACIFIC COAST — 

Ladies’ turn shoes to retail at $7.50 to 
$10.00 or McKay or Process shoes retailing at 
$6.00 to $8.50 or sport welt- shoes for Grow- 
ing girls and women to retail at $6.00 to $7.50 
by well established sales organization, maintain- 
ing permanent Coast offices. Comm ssion basis, 
no drawing account asked. Address C-102, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





ACIFIC COAST salesman desires ladies line 

of McKay or Process shoes retailing at 
$6.00 to $8.50. Permanent Coast offices, best 
of references —- Commission basis. Address 
C-101, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





ADIES’ Sport shoes and Growing Girls’ 
welts or McKays for Pacific Coast terri- 
tory—shoes to retail at $6.00 to $7.50. Good 
references—no drawing account needed—estab- 
lished trade. Address B-999, care Boot & 


poe m 7 
HIGHEST CASH PRICES 3 
: PAID , 
for shoe stocks, slow sellers, ete. Short time 
leases taken over. Transactions confidential. 
Est. 1890 
MAX GLAUBERG 
395 Broadway, New York City 
Canal 4836 











Everything for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flowers, Vases, Window 
— Settings, Seenes, 


Paper Ribbon Borders. 

Papers puting, Felis, Flitters, Valances, Drap- 

Ties Material Grass Mats. Send for Faney 
et. Price Tickets. 

DAVE'S DISPLAY DECORATIONS 

118 West Broadway, New York 





















a aor 








MERCHANTS’ NEEDS 








For Good Leather Covered 
Buckles and Leather Bows 
Write or Call 


VANITY NOVELTY WORKS 
1261 Atlantic Ave., 
Brooklyn, N. Y. 

Phone Decatur 0701-0702 











TILTS ATANY ANGLE 


$2.75 Half Gross 
@uaranteed to give 130% 
Satisfaction 


M. D. POLLINGER CO. 











Tak. a? a 239 West 39th Street, New 216 Hollend Bidg. St. Louls, Me. 
or | 
ADIES’ turn shoes retailing at $7.50 to 
$10.00 by established Coast salesman on : 
Address B-998, care Boot Milbradt 


Commission basis. 
& Shoe Recorder, 
York, , A 


239 West 39th Street, New 





MERCHANTS’ NEEDS 


O©¢ 


oe OC AND ORNAMENTS FUR 
FT SOLE wae a RS 
The rine Cet agen gy he right price. 


HY-GRAD aera UPPLY Co. 
693 Breadway New York City 
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=| Rolling Step Ladders 


Enable you to reach your 







vas highest shelves conveni- 
tact ently. 
1, oe 





They last a lifetime 
and 


Are made in any style 
shape or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 

ST. LOUIS, MO. 
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We Are Going 

Out of Business 

After Being in it 

50 Years 
We are liquidating now. A 
New, Fresh $300,000 Stock of 
Wood Show Window Display 
Fixtures to be sold at prices 


less than it cost us to manu- 
facture. 




























































Large Assortment wf Wood Display 
Fixtures for Department and Shoe 
Store Window Displays 


As there are NO younger generation of 
ONKENS to continue this old and well 
established business, we are liquidating. 


Our entire stock of Window Display Fix- 
tures, embracing many period designs in- 
cluding, COLONIAL, EMPIRB, FRENCH 
RENAISSANCE, ADAM—also, our ular 
lines as, IMPERIAL, IONIC, OCTAGON, 
and MODERNISTIC. 


These fixtures are made in natural wood 
(not finished) this means every order re- 
ceived will be finished to order, in the 
color and finish customers want. 





This insures each order is to be a strictly 
CLEAN, WELL MADBE and FRESH FIN- 
ISHED lot. 


All orders received at the ‘“‘OLOSB 
OUT" prices we guarantee will be our 
first class Lacquer Finishes. 


Any firm needing Window Display Fix- 
tures within the next year, we suggest 
buying them NOW. 


To illustrate just what this sale means. 
Former prices that have been absolutely 
NET heretofore—we are now offering these 
same fixtures at from 50 to 80% discount 
from what was our NET prices, this means 
you are buying at less than Manufactur- 
ing Cost. 


Be Sure and Send for Our 
Going Out of Business Prices 


Ask for Catalog No. 611 


The OSCAR ONKEN CO. 


Cincinnati, Ohio 
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Bg ak WEST BETWEEN 
- 35TH 5TH AVE. 
Greeley’s House Slippers STREET | 1B EB | aoe. 
Ladies’ Black Vici Kid | 
Serap Slipper, Quilted Sock COLLINGWOOD 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. The Ideal New York Hotel for Buyers 
12 pr. lots, $1.35; * 2 8 
36 pr. cases, $1.30 In the Heart of the Retail and Wholesale District 
° a * = 
per pair. Stocked. nares 
A. W. GREELEY From $2.00 ery = $12.00 Suites 
Sty 12 Duncan St., Haverhill, Mass. mM SETH H. MOSELEY, Owner JOHN W. GANNON, Mg. Div. 
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DISPLAY FIXTURES 


made uy 
SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG 








Kenneth Romig Joins E. P. 
Reed & Co. 


ROCHESTER, N. Y.—E. P. Reed & Co. 
have announced the appointment of 
Kenneth Romig as merchandising and 
promotion director. 

For over ten years Mr. Romig was 
associated in the sales and promotion 
department of one of the leading lines 
of nationally advertised women’s foot- 
wear, where his success was unusual 
not only in volume of business but also 
in the record he achieved for the mer- 
chants he sold and serviced. 

In addition to that practical shoe 
experience, Kenneth Romig has been 
associated with The Standard Store 
Service Co. of New York and Chicago 
for the past two years, contacting the 
finer type of department stores. 





Baker Stores Show Increase 


_ PORTLAND, ORE. Ne i de ar 
is all right in Portland, according to 
C. R. Kimble, general manager of the 
C. H. Baker shoe stores. 

Within the past year the three stores 
under his management here have _ in- 
creased their volume of business by 31.7 


July, 1929, as manager of the stores 














Miller Shoe Co. 


CINCINNATI—George R. Vollman, 
well-known shoe manufacturer with an 
extenseive experience covering the 
manufacturing and marketing of high- 
grade women’s footwear, has become a 
stockholder in The Miller Shoe Com- 
pany, of Cincinnati, and has been ap- 
pointed general manager of the busi- 
ness, including supervision of the sell- 
ing end. 

Mr. Vollman states that The Miller 
Shoe Company plans to concentrate on 
the better grades of women’s shoes, 
making practically all welts in both 
style and corrective types. He added 
that the new samples, which have been 
shown to the trade, and also the an- 
nouncement of the company’s change 
of policy have met with a most grati- 
fying response from retail merchants. 





George Mustoe Resigns 


New YorKk—After 27 years of ser- 
vice with the Coward organization un- 
der three generations of management, 
George W. Mustoe has resigned as man- 
ager in charge of the uptown store in 
47th Street near Fifth Avenue. 
For 16 years Mr. Mustoe was buyer 
and manager for the misses’ ard chil- 
dren’s department of the original Cow- 
ard store at 270 Greenwich Street. 
With the opening of the uptown store 
on March 15, 1927, he was placed in 
charge of that branch with a staff of 
16, which has increased to 100. Mr. 
Mustoe said that he plans to take a 
complete rest at his country home at 
Rockville Center, Long Island, before 
engaging in further business activities, 
and he has made no plans for the im- 
mediate future. 





Rural Sales Increase 


MARION, IND.—Business is not all 
bad, according to officials of the Marion 
Shoe Company, manufacturers here. 
Increased orders from agricultural sec- 
tions are given by them as the reason 
for steadily increasing business at the 
plant. 

According to G. P. Butterworth, 
president of the company, city sales 
dropped off in the shoe business, but 
the rural sales during the last month 
have stimulated the output, and he ex- 
pects this stimulation to continue until 





ng cent. Mr. Kimble came to Portland 
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Nisley to Open Seven 
More Stores 


CoLumsus, On10, Aug. 27 (UTPS)— 
The Nisley Shoe Co. has announced 
that seven additional retail units will 
be opened within a month or six weeks, 
all of which will be on the Pacific Coast 
or in the West. The addition of the seven 
units will bring the total number of 
stores to 53. 

The stores will be opened in San 
Francisco, Oakland, San Diego, Holly- 
wood, Los Angeles, Long Beach and 
Denver. The stores at San Francisco 
and Oakland will be opened within two 
weeks and the others a month later. 
Charles Corwin, formerly of Columbus 
will be manager of the San Francisco 
store, while Paul Johnson will be man- 
ager of the Los Angeles unit. 

The G. Edwin Smith Shoe Co., which 
makes Nisley shoes, is operating on a 
schedule of 4600 pairs daily and efforts 
are being made to increase the number 
to 5000. Raleigh Lee is head of the 
Nisley Shoe Co., the distributing 
agency. 





Lynn Factories Grading Up 


LYNN, MaAss.—Factories here are 
fairly busy. few have “Help 
Wanted” signs on the doors, but they 
are the exception to the rule. Buyers 
continue cautious. But they have to 
keep on ordering for nimble-footed 
women are wearing leather away every 
active minute of the day. The pos- 
sibilities of selling more footwear to 
women are not yet exhausted. 

Just now, it looks as if women were 
interested more and more in finer foot- 
wear. At least, manufacturers who 
are business builders are grading up 
their lines, and there is new activity 
in lines to retail at $7 and $8 a pair. 
A little more time, and a little more 
labor is put into the making of these 
shoes, of the new grade; also, better 
materials, and it must be that they give 
more satisfaction to women to wear 
them. Contented shoes on contented 
feet is what keeps the world walking 
on, and the factories and the stores 
busy. 





Leo Peck Buys Store 


Des Motnes, Iowa (UTPS)—Leo 
Peck has purchased the Wilson Shoe 
Shop at Spirit Lake, Iowa, from James 





city sales also are ipcreased. 
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Carty of Glidden. Mr. Peck formerly 


conducted the shop for John Wilson. 
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THE 


— UsSINESS 
Bo AROMETER 


KENTUCKY—Cynthiana—Wolf, M. J.; boots, 
shoes, etc.; reported selling or sold out to 
F. Abromson. 

Franklin—Riggs Shelby, A.; boots, shoes, etc. ; 
succeeded by Riggs & Law. 

MASSACHUSETTS — Georgetown — Baker 
Stewart Jenkins Shoe Co.; shoe mfrs.; Fred W. 
Baker, President, retired. 

NEW YORK — Brooklyn — Norwitt, Ralph 
(Silver Slipper Shoppe) (1833 Douglas St.) 
(branches); boots and shoes; succeeded by 
Estell Shoe Stores, Inc. 

New York City— Lieberman, Harry (260 
Monroe St.); boots and shoes; reported selling 
or sold out. 






Business Changes 


Traveler Shoe Co., Inc.; boots and shoes; 
incorporated. 


Rockville Center—Fantasy Boot Shop, Inc. ; 
boots and shoes; inc. authorized capital $10,000. 


OHIO — Portsmouth — Atlas Company, boots, 
shoes, etc.; name changed to The Atlas Fashion 
Company and capital increased from $25,000 to 
$60,000. ; 

WISCONSIN — Beloit Freeman-Beddow Shoe 
Mfg. Co.; mfrs. shoes; succeeded by Freeman 
Shoe Corp. 

Freeman Shoe Mfg. Co.; mfrs. shoes; succeeded 
by Freeman Shoe Corp. 





Failures, Embarrassments, Etc. 


ALABAMA — Selma — Pollard Clo. Co., boots, 
shoes, clo., etc.; reported petition in bankruptcy. 

CONNECTICUT—Bridgeport—Scalo, Ralph A., 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

CONNECTICUT — New Haven — Maiorano, 
Philip (881% Dixwell Ave.); boots and shoes; 
reported petition in bankruptcy. 

ILLINOIS—Chicago—Belmont Booteries, Inc. 
(6720 Stony Island Ave.); boots and shoes; re- 
ported assigned. 

Berenson, Louis I.; boots, shoes, etc. ; reported 
asking general extension. 

Dolinsky Bros. (2641 W. Division St.) ; boots 
and shoes; reported assigned. 

Stein Zelik; boots and shoes; reported called 
meeting of creditors Aug. 26th. 

LOUISIANA—Baton Rouge—Tobias, J. ; boots, 
shoes, etc.; reported petition in bankruptcy. 

MAINE—Calais—Rowen & Moore Shoe Co.; 
shoe mfrs.; receiver asked for. 

MASSACHUSETTS — Chelsea — Yankee Shoe 
Mfg. Co, Inc.; shoe mfrs.; reported receiver 
appointed. 

Salem—Sargent Donn D., Co., Inc.; shoe 
mfrs.; reported petition in bankruptcy. 

Southbridge—Siegal, Bennett I.; boots, shoes; 
reported petition in bankruptcy. 

MICHIGAN — Pontiac — Clegg, Geo. E. (The 


Independent Shoe Store); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

MISSOU RI—Wellston—Seigel, Isadore (6307 
Easton Ave.) ; boots, shoes; reported petition in 
bankruptcy. 

NEW JERSEY—Newark—Banister, James A., 
Co.; mfrs. shoes; reported liquidating. 

NEW YORK—Albany—Laven, Ruth L. (‘“‘Hub 
Clo. Co.”") (324 Central Ave.) ; boots, shoes, clo., 
ete.; reported petition in bankruptcy. 

Brooklyn — Teller, Jacob (773 Fresh Pond 
Road) ; boots and shoes; reported called meeting 
of creditors August 26. 

New York City—Penet, Inc.; boots and shoes; 
reported called meeting of creditors August 25. 

Richmond Hill—Grochal, Abraham (Grochal 
Shoe Co.) (107-16-117th St.); boots, shoes; re- 
ported petition in bankruptcy. 

Rochester—Quality Shoe Co. (216 Wilder St.) ; 
boots, shoes; reported called meeting of creditors 
August 22. 

OHIO—Canfield—Credico, Charles; boots and 
shoes; reported petition in bankruptcy. 

PENNSYLVANIA—Philadelphia— Philadelphia 
Shoe Mfg. Co. (not Inc.) ; mfrs. shoes; reported 
petition in bankruptcy. 

TEXAS—San Antonio—Borschow, E.; boots, 
shoes; reported petition in bankruptcy. 

PORTO RICO—San Juan—Lema S. & Co.; 
boots, shoes; reported petition in bankruptcy. 








New Shoe Dealers 


: Rockville Center, N. Y¥Y.—Fantasy Boot Shop, 
ne. 


; Trenton, N. J.—-Spiegel’s Department Store, 
ne. 
Bayonne, N. J.—-Hain’s Stores, Inc. 
Waukesha, Wis.—G. R. Kinney Co., 336 W. 
Main St. 
Long Pine, Neb.—George Bruner. 
Crawfordsville, Ind.—Grove & Hungate, 105 
Green St. 
s Chicago, Ill.—Melville Shoe Co., 807 E. 63rd 
.. 


Columbus, Neb.—A. Svislowsky. 


Greensboro, N. C.—Turner & Cormantzer, 235 
S. Elm St. 


New York, N. Y.—West Side Shoe Repairing 
Corp. 

Shamrock, Tex.—Bloom Brothers. 

Temple, Tex.—I. Gold. 

Adair, Iowa—B. A. Correll. 

Savannah, Ga.—Regal Shoe Co., 112 Brough- 
ton St. 

Cherokee, Okla.—Servey Department Store, 214 
Grand Ave. 

Brooklyn, N. Y.—Cooper’s Department Store, 
634 Classon Ave. 


. 
Latest Reports of New Stores, 7 
Failures, Embarrassments and " 
> 

4 


Bankruptcy Proceedings 


Jackson, Tenn.—Black & White General Store, 
Lafayette St. (soon). 

Demopolis, Ala.—Henry A. Stern. 

Manchester, Ky.—Wm. Kelly. (soon). 
Clarkson, Ky.—Ben L. Rogers. 

New Orleans, La.—Jack Brown, 8539 Willow 
t. 


Jackson, Tenn.—J. C. Penney Co., Lafayette 
and Liberty Sts. 

Spooner, Wis.—J. C. Penney Co. (soon). 
Waverly. lowa—J. C. Penney Co. (soon). 
Fase Me.—J. J. Newberry Co., Pythian 

ig. 


s Anderson, 8S. C.—Geo. Swaney, 123 W. Whitner 
c. 


DeQuincy, La.—W. W. Bishop. 

Orange, Cal.—Kemp & Carroll, 101 N. Glas- 
sels St. 

Syracuse, N. Y.-—Puritan Shoe Stores, Inc. 

Philadelphia, Pa.—Jack’s Army & Navy ftore, 
306 South St. 

Council Bluffs, lowa—Kelly Shoe Co., 344 W. 
Broadway. 

Lynn, Mass.—Appolo Shoe Co., 9 Harrison 
Court (Mfgr.). 

Lynn, Mass.—Gardner Shoe Co., 192 Broad 
St. (Mfgr.). 

Lynn, Mass.—Harwood Heel Co., Vamp Bldg. 
(Mfgr.). 

Lynn, Mass.—Lynco Shoe Mfg. Co., 55 Willow 
St. (Mfgr.). 

Lynn, Mass.—Shoe Crafters, Inc., 
St. (Mfgr.). 

Lynn, Mass.—Taft Shoe Co., 9 Harrison Court 
(Mfgr.). 

Grand Rapids, Mich._-Hanover Shoe Co., 152 
Monroe Ave., N. W. 

St. Helens, Ore.—Williamson Outdoor Store, 
Strand and Cowlitz St. 

Cedar Rapids, lowa—Weederhoff Shoe Co., Inc. 

New York, N. Y.—Brewster Shoe Store, 148 
East 42nd St. 

New York, N. Y.—Worthington hoe Store, 
226 Columbia St. 

New York, N. Y.—U. S. Shoe & Leather Co., 
481-83 6th Ave. 

Naugatuck, Conn.—U. S. Rubber Co. (Head- 
quarters). 

Birmingham, Ala.—Foot Health Shop, 2004 
8rd Ave. 

Ellisville, Miss.—T. M. Etheridge, Freeman 

ldg. 
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New York, N. Y.—Greenwald Shoes, Inc. 

Jersey City, N. J.—Hollenberg Bros., 568 New- 
ark, Ave. 

West New York, N. J.—M. J. Zwain, Inc., 
650 Bergenline Ave. 

Buxton, Ore.—R. W. Manley. 

San Pedro, Cal.__Montgomery Ward & Co. 

Grand Rapids, Mich.—J. C. Hart Shoe Co., 
care Selig’s. 

Cleveland, Ohio—J. H. Romsey, 8758 W. 26th 
St. 


Warren, Ohio—Edwin A. Neal. 
Mt. Vernon, Wash.—C. A. Minor. 
Reardan, Wash.—Walter A. Ryder. 
Milton, Ore.—S. M. Simmons. 
Seattle, Wash.—Nordstrom’s. 








Hide Market Listless 


Cuicaco (UTPS)—Traders in hides 
displayed distinct apathy toward pro- 
ducers’ efforts to work values into 
higher ground, by reason of the appar- 
ently firm statistical situation. There 
were extremely meager stocks of hides 
in first hands. 

Most unsatisfactory conditions in 
leather and shoes, mounting stocks in 
both, and reduced distribution all along 
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the marketing line faced consumers of 
hides. The condition makes for un- 
wildy inventories, except in the retail 
shoe section, where minimum of sizing 
up buying constituted the major portion 
of the business transacted. Therefore, 
activities in the hide market dwindled 
appreciably, sales being for minimum 
quantities and only in the more popu- 
lar varieties. 

The efforts to advance quotations fell 
flat, and the week closed with killers 
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more willing to talk trade and seem- 
ingly more anxious for what little busi- 
ness was floating around the market. 

Little buoyancy is expected in the 
hide situation for a while to come, as 
the background to general business re- 
mains still somewhat beclouded. 

The hide price index for the week 
ending Aug. 23 stands at 63.9, remain- 
ing unchanged from the preceding 
week. 
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Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor aANnpD 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 
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ON September 13th the merchant will 
study our new merchandising cal- 
endar that gives day-by-day the deed to 
be done. Merchandising from now on 
must be placed on a basis of “plan your 
work” and “work your plan.” Also in 
this issue a most courageous traveling 
salesman tells the merchant the brutal 
truth. It will hurt but help. 


AAA 


A SPARKLING feature is promised 
in the field of fashion-economics 
following the return from Paris of our 
Fashion Editor, Madame Hamilton Jef- 
fries. If we know the source of color, 
dress and materials, we can gauge the 
possibility of demand. This is the issue 
for emphasis of diversity of materials 
in the new shoes that the merchants 
will need six weeks ahead. Madame 
Jeffries’ first cable shows a decided 
change in the color of evening dress— 
emphasis on all white and all black. 
She will be able to tell us what effect 
this will have on tinted evening slip- 
pers, or if change is imminent. 


AAA 


E continue to stress Profitable Mer- 

chandising, the need of the hour 
and the season in retail business. In 
this issue we offer the experience of 
various retail merchants in dealing 
with concrete problems that press for 
solution in the shoe store of today. 
Tersely told in the merchant’s own lan- 
guage these short, snappy articles com- 
mand the attention of every up and 
coming shoe man. 


AAA 







Vulco-Unt Box Toes 


Leading shoe manufacturers, the country 
over, have made this decision . . . 

To faithfully reproduce and retain that 
style so essential at the TOE of the shoe 
... the selection of Vulco-Unit Box Toes 
is always the right move. 

In the Vulco-Unit family you will find a 
Box Toe specifically designed for various 
types of footwear. 


. 
vas® 
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Beckwith Manufacturing Co. , Statler Building + Boston, Mass. 
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